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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 





Now’s Your Time 


Now, when winter and its heavy storms are just before us—now, when 
barn owners are stormproofing their barns for winter use—now, when the 
interest in door hangers is 100% keen— 


Now’s your time to realize big turnover. A nice window display or an 


attractive counter display of NATIONAL STORM-PROOF DOOR 
HANGERS will be the means of many more sales. 


Thousands of NATIONALS are in daily national use—all giving perfect 
satisfaction. The dealer who handles the NATIONAL line offers his cus- 
tomers a complete assortment to select from—there’s a style to meet every 
requirement. 


Two special features of our No. 88 set, here illustrated, are the vertical 
and lateral adjustments. 


Buy direct the NATIONAL way. It, means quicker shipments, larger 
profits, and better satisfied customers. 


National Mfg. Company 


STERLING, ILL. 
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to think of toys without hark- 

ing back to the so-called good 
old days our grandfathers talk so 
much about. 

As a matter of fact, grand- 
father’s boyhood tales never did 
appeal to me. I always figured that 
granddad was rather up against it 
for an outlet for his boyish enthusi- 
asm. According to his story, his 
father was busy more than half of 
the time chasing Indians off the 
back forty, or grubbing out stumps 
and plowing future cornfields. It 
was only on rainy days that he 
could take time off to fashion rude 
toys for his family of kids. In fact, 
grandfather had mighty little 
spare time to spend exercising his 
scanty line of toys. Tradition in- 
forms us that he was busy with the 
calves and the kindling from sun 
up till bedtime, and the few stray 
minutes he managed to hold out on 
the chores were handicapped by 
lack of playing material. 

The wheels of his home-made 
cart were sawed from the ends of 
toys and wabbled like a sailor on 
Shore leave. Besides there was 
neither sidewalk nor pavement on 
which to navigate it. 


G ‘te thine: it is rather difficult 


A Toyless Christmas 


On Christmas or _ birthdays 
granddad usually accumulated a 
bunch of heavy socks and a muffler, 
although occasionally he fell heir 
to a pair of copper-toed boots built 


Be Thankful You Sell Toys 


Thanksgiving Is Here and Christmas Just 


Around the Corner—Hardware Merchants 
Who Stock Toys Are Ready to Reap a Har- | 
vest of Dollars at This Season of the Year 


By LLEw S. SOULE 


more for wear than for speed or 
comfort. Does such a Christmas 
appeal to you? No air guns or 
roller skates, no sleds or bicycles, 
no chance to grab the tongue of a 
red-striped express wagon and hot- 
foot it around the block, no handy 
construction sets from which to 
fashion forts, bridges or automo- 
biles. Not much class to such a 
boyhood from the play angle. 
Grandmother faced an equally 
bleak holiday. Nothing to do but 
spin, weave, sweep or dust, with 
mighty little play to break the mo- 
notony. How she would have 
warmed up to a life-sized doll with 
real hair, a toy broom, a tiny stove, 
or a dozen and one things her 
granddaughter plays with. 


The Hardware Man to the Rescue 


Up to within a comparatively few 
years toys were relegated to racket 
and department stores. Then the 
druggist scented a profit and shied 
his hat into the ring. Finally the 
hardware man woke up to the fact 
that kids of to-day are the grown- 
ups and customers of to-morrow, 
and now the swellest things of the 
whole toy line are passed over the 
hardware counter. 

Get out into some*good residence 
section where sidewalks are plenty 
and look over the hardware toy pa- 
rade. See if it doesn’t take the 
grouch out of your system and re- 
place it with toy-selling pep. Toys 
have long since passed the luxury 
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stage—they are grouped with ci- 
gars and chewing gum in the every 
day class. 


Toys Brighten Up the Hardware Stock 


You need an assortment of toys 
in your store just to brighten up 
the old stock. The commonest kind 
of hardware takes on a reflected 
glory when viewed in the light of 
attractive toys. Primarily, of 
course, you need toys to bring new 
customers into your store. You 
need them to coax your good trade 
back from the jim-crack trash of 
the ordinary 10-cent store to the 
better grade of merchandise. Chil- 
dren are business builders. You 
can fight the idea as long as you 
please, but the fact remains that 
children do influence the family 
buying. Also they do grow up and 
become buyers themselves. If your 
store is attractive to children the 
parents will soon become familiar 
with your business smile. They 
simply can’t help it. They will 
gravitate toward your store like 
steel to a magnet. If you are un- 
derestimating the sales value of 
childish likes and dislikes, you are 
making the biggest mistake of your 
hardware career. 


Don’t Stock Trashy Toys 


Whatever you do, don’t fill your 
show cases and display tables with 
cheap jumping jacks and whirli- 
gigs. There is enough junk in the 





88 





hardware line at any time without 
increasing the load. The toys you 
carry should be in harmony with 
the big, quality idea exemplified by 
the modern hardware store. The 
best toys to stock are those which 
instil in the childish mind a desire 
for the larger and better real ar- 
ticles as the child grows older. An 
air rifle means a customer for guns 
and ammunition some day; a me- 
chanical set will stimulate future 
business in tools and machinery. 
Small sized carpenter sets will 
train the child to use better tools 
as he grows to manhood. Wheel 
toys spell future business in the 
automobile accessory line. 
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Don’t Overlook the Girls 

It is a short sighted policy to 
overlook the wants of the little girl 
of your town. Sell her toy stoves, 
cooking utensils, washing sets and 
dolls. The memory of the play 
stove may lead her steps your way 
when the regular ranges and 
kitchen equipment become her due. 
If you please her with a doll you 
increase your chances of pleasing 
her with a myriad of hardware 
items in the days to come. 

Catering to the children’s toy 
trade would pay the hardware man 
well even if the toys themselves 
carried almost no profit. However, 
I am thankful to say that they do 





The Toy Industry in the United States 


The Growth and Development of a Business That Now Means 
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carry a profit fully on par with any 
line in the hardware stock. . Christ- 
mas has lengthened to take in New 
Year’s and there is always a birth- 
day in some fortunate kid’s family. 
We have also finally learned that 
the childish inclination to play with 
toys is not limited to any one sea- 
son. So long as children play the 
year round, toys will sell every single 
day from January 1 to Decem- 
ber 31. 

In other words, the child of to- 
day has come to his own, and 
the hardware dealer who fails to 
meet the childish demand for tovs 
will find his name missing on the 
business map of the future. 








a Hundred Million a Year—American Ingenuity in Playthings 


Oy hgwens production, made possible by 
~ machine operation, has, within the 
past six years, developed the manufac- 
ture of toys into one of the most sub- 
stantial industries of the United States, 
according to W. O. Coleman, a director 
of the Toy Manufacturers of the 
U. S. A., in a review of the toy situa- 
tion in this country, issued recently. 

The sale of toys during the past year 
approximated close to one hundred mil- 
lion dollars, of which eighty million 
dollars’ worth were manufactured in 
the United States. Indications are that 
the year 1921 will see a further develop- 
ment of the industry which will in- 
crease production at least thirty per 
cent. Not only is the American market 
consuming a larger quantity and great- 
er variety of toys than ever before, but 
the United States is to-day selling toys 
abroad in ever increasing quantities, 
competing in many instances in coun- 
tries which formerly undersold the 
American manufacturer in the United 
States itself. These sales are not being 
made on price alone, but on the basis 
of general excellence and ingenuity. 

“The American toy industry may be 
reckoned to-day as one of the substan- 
tial and growing enterprises of the 
country,” said Mr. Coleman. “Before 
the war the manufacturer was forced 
to compete so sharply with the foreign 
toy products that his quantity of sales 
and margin of profit did not permit of 
his developing his business. The war, 
of course, shut off foreign competition 
and the American manufacturer had 
the opportunity he had so long desired. 
He invented machinery which permitted 
him to produce in great quantity and 
he standardized his product to such a 
degree that he attained a general ex- 
cellence which has never been attained 
in any other country. 


The Development of Mechanical Toys 
“Then he turned his ingenuity to- 





ward the invention of new types of 
toys—toys that were miniature replicas 
in many instances of the scientific and 
mechanical triumphs of the day. No 
other country has ever developed so 
many entertaining, instructive and 
educational toys as have been placed 
on the market in this country during 
the past five years. This is particularly 
true of mechanical toys. New types of 
motors have been invented for the 
miniature automobiles, aeroplanes, sub- 
marines and trains that are being 
manufactured by the millions this year. 
And American toy manufacturing is 
still in its infancy. 


EE 


AN APPRECIATION 


EDITOR HARDWARE AGE, New York, 


N. Y. 

DEAR SIR: 

The many splendid articles on 
toys which you are running in 


HARDWARE AGE have prompted me 
to write you a note of thanks on 
behalf of the American industry for 
opening new retail channels of trade. 
The recent letters from hardware 
dealers are very interesting and 
ought to go a long way toward assur- 
ing any reluctant dealer, that he is 
overlooking a profitable department 
when he fails to keep toys on display 
the year round. 

I have always enjoyed reading 
HARDWARE AGE and on account of 
the toy articles it has been particu- 
larly interesting to me during the 
past months. 

Yours very truly, 
F. S. DopcE, Secretary, 
Toy Manufacturers of the U. S. A.. 
Inc. 
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“The toy industry abroad, particu- 
larly in Germany, the greatest toy 
country, and in Japan is essentially a 
home industry, with the imperfections 
and lack of standardization which this 
implies. The American industry is a 
machine industry, with the product 
scientifically standardized and manu- 
factured at a cost which under present 
conditions cannot be duplicated abroad. 
For example, the concern of which I 
am president produces 6000 complete 
mechanical trains daily, which are 
stamped out on ninety punch presses. 
There are approximately three hun- 
dred million toy balloons produced in 
this country annually, and a factory is 
now in course of construction which 
will manufacture a million balloons a 
week. 

“The toy industry in the United 
States is no longer a seasonal one, nor 
does it endeavor merely to produce 
novelties. Many articles of an extreme- 
ly useful, ingenious and educational 
nature are classed under the heading 
of toys. There is the pushmobile, for 
example, the kiddie cars, coaster wagon, 
children’s books, games, tool boxes and 
kindergarten accessories. Dolls are of 
course manufactured in tremendous 
quantities and diverse styles, and, al- 
though it is not generally realized, doll 
accessories, wardrobes, etc., form 4 
huge industry also. 


In the Hardware Store 


“Hardware stores now handle toys 
as part of their business. Large pro- 
duction by mass methods resulted in 
intensive sales campaigns undertaken 
by American methods. When the bulk 
of toys was imported, the importer sold 
to jobbers or direct to retailers, but it 
was a seasonal trade restricted almost 
entirely to the Christmas holidays. The 
American manufacturer is making and 
delivering toys all the year round. He 
is co-operating with educational instl- 
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This is how Pettee’s, the big Oklahoma City hardware store, displays its many beautiful toys 


tutions in producing devices which will 
aid in the instruction of children and 
develop the particular bent of youth to- 
ward some science or profession. No 
foreign manufacturer could do this, for 
behind the success of the toy industry 
lies an understanding of the psychology 
of American youth, and a certain prac- 
tical instinct which makes the manu- 
facturer of toys desire to make a prod- 
uct which is not only entertaining but 
serves some useful purpose. 


Toys and Their Cost 


“The growth of the toy industry, de- 
veloped as it has been along the lines 
of mass production, has been marked 
by decreasing costs of manufacture. 
Of course, in speaking of decreasing 
costs, one must use relative terms of 


value. Toys to-day in dollars and cents 
are a little more expensive than they 
were in 1914, but based on the value 
of the dollar of to-day, the cost for 
toys in 1920 is lower than in 1914. 

“I can see possibility for a decrease 
in prices during this coming year. Toy 
manufacturers must produce about one 
year ahead—that is, orders for 1920 
are now being taken at prices which 
must take into account the cost of labor 
and materials to-day. Materials are al- 
ready purchased and are being made 
up. Toys for the year 1920 were sold 
at a small margin of profit because 
most of them were made up at prices 
based on 1919 costs. 

“The American toy is no longer an 
experiment. The toy industry grasped 
the opportunity which was offered it, 


with the result that the approximate 
retail value of the product has _ in- 
creased from twenty million dollars in 
1913 to nearly a hundred million dol- 
lars in 1920. American toys are now 
being sold in nearly every country in 
the world, from India to the Argentine 
and from Belgium to Java. There are 
about one hundred factories in the 
United States engaged in making toys 
and approximately 10,000 persons are 
employed in the industry. Both the 
number of factories and the number of 
workers employed are _ increasing 
rapidly. 

How rapid this increase will be will 
depend upon the competition which the 
American manufacturer will meet once 
normal conditions are re-established 
abroad.” 
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Wheel toys well arranged by the Sugar 


House Lumber & Hardware Co., Salt Lake City, Utah 





Preparing the Turkey With Your Utensils 


The Kitchenware, the Silverware and Half a Dozen 
Other Articles That You Should Sell at This Season 


mercialize Thanksgiving Day 

itself or to detract in any way 
from its observance and significance, 
but to cash in on the demand, the 
latent desire for certain hardware 
store goods as that desire exists in 
the days immediately preceding the 
last Thursday in November. 

The one popular feature of 
Thanksgiving day is the family din- 
ner when the housewife exerts her- 
self to make her dinner table as 


Te idea of this is not to com- 


By FRANK FARRINGTON 


cooking dishes especially adapted to 
preparing the big dinner. This dis- 
play will naturally include, beside 
the roaster for the turkey, other 
dishes adapted to cooking the cran- 
berries, the pumpkin pies, and any- 
thing that goes appropriately with 
the feast. 

The Thanksgiving day interest 
unifies all of these different things 
in one display, and aside from in- 
dividual cards on each item, giving 
name and price, there should be a 


covers or from Thanksgiving post 
cards, and the decoration of price 
cards and other cards for the win- 
dow with these pictures will give 
the whole display an attractive, 
festive character it would otherwise 
lack. 

Inside the store there ought to be 
another display on a table or counter 
so that everyone coming in.will have 
their attention drawn to the things 
needed for Thanksgiving. Such a 
display in a conspicuous place makes 
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Pots and pans are seasonable just now. One week at least should be devoted to them in the window 


elaborate and as attractive as it can 
be made. Every woman feels a great 
pride in this dinner and in the im- 
pression it creates in the minds of 
her guests. 

The hardware dealer has his op- 
portunity in the accompanying need 
for kitchenware and tableware. 

For the ten days. preceding 
Thanksgiving day he will do well to 
make a particularly good display in 
one window of roasters and other 


large card, preferably with pictures 
of turkeys pasted or drawn in the 
corners. The little cards will read, 
“Pumpkin Pie Tins —c. each,” 
“Roaster for the Big Turkey, $—,” 
“Stewing Pan for the Cranberries, 
$—.” The big card will read, “To 
Cook Thanksgiving Dinner.” 


Get a Turkey in the Window 


It should be easily possible to get 
pictures of turkeys from magazine 
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it easy for the sales force to draw 
people’s attention to the goods. It 
will be worth while to instruct the 
clerks to suggest Thanksgiving cook- 
ing dishes to all customers, simply 
saying, “Have you all the utensils 
you need for cooking your Thanks- 
giving dinner?” The poorest sales- 
man in the store can exert himself 
this much with each customer he 
waits upon. If the customer shows 
any interest in response, there is 








November 11, 1920 


HARDWARE AGE 





The finer Thanksgiving ware should be shown after the kitchen ware 


the display of the things you want 
to sell for that special occasion and 
all you have to say is, “Here is a 
display that shows you the handiest 
cooking things.” Good displays in 
the store are what make salesman- 
ship easy. 
Silverware and Cutlery 

Another window ought to show 
such things as you sell that are suit- 
able for use on the dinner table. 
Carving sets suggest themselves as 
being the most appropriate of any- 
thing, but right along with them 


goes silverware, if you carry a line. 

In making up a window display of 
these goods, tie the display up to the 
Thanksgiving idea as well as you 
can. Feature the carving sets as 
“What You Need for the Turkey,” 
forks as “These for the Pumpkin 
Pie,” tablespoons “For Dishing the 
Cranberries, “For Stuffing from the 
Turkey,” etc. You can give the 
whole window a leaning toward the 
old Puritan days by using a picture 
or two of colonists and Indians, or 
any suitable picture of those days, 


and make up the cards you use with 
“Ye” instead of “The.” Little things 
like that go a long way toward mak- 
ing the display attract attention and 
toward giving it the individuality 
you want, 

If you want to go after this 
Thanksgiving business seriously, you 
will do some newspaper advertising 
and you will probably get out a form 
letter to send to the housewives most 
likely to be interested in adding to 
their equipment for the occasion. 

(Continued on page 117) 


A big showing of enameled ware at this time means more customers 








Making Thanksgiving Day Comfortable 











The Great Opportunity That Is Presented to Every 
Hardware Merchant in the Country by Cold Weather 


—Selling a Heater to Most Every Kind 


66 HEN the frost is on the 
\ \ pumpkin” and the good citi- 
zens of your town are 
shivering with the cold, cursing 
roundly the janitors—or the coal 
man—or the landlord, you should be 
sitting at your desk sending out 
letters and literature on the various 
means of warming up the town, all 
of which you have at your elbow if 
you are the modern hardware man 
you should be. 

Every hardware merchant has so 
many things in his store that were 
invented to keep people comfortable 
that it should be no trick at all to 
convince every customer in your 
community that to buy one is a 
necessity. 

For instance, the electric fans 
have been sold and in their place 
should appear the electric heaters 
that resemble the fan but serve the 
opposite purpose. This is one of the 
handiest things that has ever graced 
the American home and has curbed 
profanity and grumbling in many a 
household. It is the good fairy that 
makes you wake up cheerfully and 
comfortably every morning during 
the cold spell? In fact it does every- 


thing to promote happiness except 
pull down the window. It should be 
a big seller for the dealer in towns 
where electricity is used to any ex- 
tent at all. 


And the Many Gas Appliances 


Perhaps, however, gas is the main 
supply for heat in your town. All 
right, sell gas ranges, gas heaters, 
those kind that look like radiators 
and which are extremely popular in 
various sections of the country. 
There are plenty of gas appliances 
for comfort from the little burners 
that can be put over the gas light 
and gas plates to the big heaters 
and gas logs. You know your cus- 
tomers and you know what they will 
buy in this line. It is just as big a 
line ag electricity and just as porfit- 
able. 

Then there is the oil stoves of 
every make and description. Little 
heaters that are used in homes and 
offices alike these days are great 
sellers in every city in the country 
both large and small. The kitchen 
oil stove is another good seller the 
year around but more especially dur- 


92 


of a Customer 


ing the winter months. There is a 
great opportunity in this line of 
goods, as it forms both a necessity 
and a comfort to every class of 
people in the city. 

But if the customer uses a big 
comfortable fireplace in which wood 
is consumed the chance of selling 
him is still present. He needs 
screens to keep the logs from throw: 
ing sparks onto the carpets or rugs, 
he must have andirons, little fire- 
place shovels, tongs, log holders and 
other little things which are essential 
for the fireplace. 

There are so many opportunities 
given to the hardware man through 
cold weather that no time should be 
lost boosting them at this season of 
the year. 

The accompanying _ illustration 
shows how Babcock, Hinds & Under- 
wood, Binghamton, N. Y., dress the 
window with heating appliances. 
The idea is to have the fireplace with 
its accessories cornerwise in the 
window and surrounding it with 
the electrical heaters and other 
necessities. 





Dressing Up the 


HESE windows are from the 


Churchill Hardware Store in 
Galesburg, Ill. The store is a model 
in every description and in coming 
issues we will publish stories of dif- 
ferent departments in the big up-to- 


date establishment. Every depart- 
ment in the Churchill store is worthy 
of special mention and the two ac- 
companying illustrations are but 
samples of how they handle a big and 
varied stock of all kinds of hardware. 


Store for Thanksgiving 


At this time of the year both de- 
partments will come in for much at- 
tention. With such excellent ar- 
rangement more dollars will be 
counted than in the store that ne- 
glects its appearance. 

















Happiness in Every Day of the Week 


How the Hardware Man Can Sell a Time Saver to Women 
That Will Mean More Hours for Them 


FTER all is said and done the 
A most valuable thing which the 
dealer sells in modern house- 
hold equipment is TIME. It is not 
so much the result of the appliance 
itself as the fact that it attains that 
result quickly and allows the house- 
wife leisure for other things. 

Two classes of women buy up-to- 
date household helps. First there 
is the great class of thrifty, respon- 
sible, intelligent women, who do 
their own work as a matter of 
course. Time for whatever it may 
be that they long to do, and can do 
only when the necessary housework 
is finished, is the most desirable 
thing in the world to them, and they 
appreciate the devices which give it 
to them, 

The second class comprises those 
who demand refinement and the re- 
sults of service in their lives, but 
who refuse to pay exhorbitant prices 
for a travesty of what they can do 
themselves with modern appliances. 


Work Versus Drudgery 


No intelligent man or woman be- 
littles the influence of the home on 
the mental, moral and physical de- 
velopment of the nation. Also no 
one who has any practical experi- 
ence denies the necessity of a definite 
and indispensable amount of work 
to be done in it. 


Homes do not grow, they are 


made, and will be to the end of time 
on the original design. Builders no 
longer hack out shingles with a 
hatchet nor call in the neighbors to 
set the roof tree. Both these pro- 
ceedings were all right when they 
were necessary, but they would be 
absurd to-day, and there is just as 
much heart and sentiment and sound 
practical home influence in a steam 
heated electrically equipped thor- 
oughly modern home to-day, as there 
was in the crudest log house. 

No one minds work that gets them 
somewhere, but it is only silly to 
work with obsolete tools and cite 
the standards and methods of old 
days when there was nothing better. 
The housewife of a hundred years 
ago did not accomplish anything like 
so much as the housewife of to-day, 
although she worked constantly. 
Even above the result which it ac- 
complishes the woman of to-day 
appreciates the time saved, which 
makes it possible for her to develop 
and keep up with the times. Time 
is indispensable to the accomplish- 
ment of anything, and to nothing 
more essential than the development 
of wife and mother in accord with 
the husband and children who go out 
of the home she makes into the 
world. 

No nation can be greater than the 
men its women bring into the world 
and fit for their work. 
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to Enjoy Living 


The idea of time saving is one of 
the best possible talking points in 
selling any household appliance, for 
it is an argument which the pros- 
pective customer has originated. It 
is very easy to persuade people to 
do what they long to do and every 
woman of intelligence appreciates 
leisure and what will give it to her 
without neglecting her duties. Try 
it. Give the prospective customer a 
practical contrast of actual time 
consumed in old fashioned and new 
fashioned household equipment. Take 
a typical week and cite the differ- 
ence in each day’s working time. 


Old Time Monday 


The world washed on Monday, but 
it usually began this proceeding the 
night before by soaping the soiled 
clothes and putting them to soak. 

The wash dominated the whole 
house and everyone in it on Monday. 
It took nearly, if not the whole day, 
not so much. because of the back- 
breaking labor of its actual accom- 
plishment, as because it demanded 
the exclusive attention of the house- 
wife. It took all the hot water, and 
necessitated an early start of the fire 
and constant tending to keep it up. 
Breakfast and lunch were pushed 
into the smallest possible time in 
preparation because the stove was 
wanted for the boiler. Dishes ac- 
cumulated because there was no time 
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to wash them and no hot water to 
spare. Steam and wet clothes per- 
vaded the entire house, and the 
regular routine work accumulated. 
This is fact, not exaggeration. 
Monday To-Day 

Clothes are not soaked for the 
washing machine. Sometimes the 
very much soiled spots are soaped, 
but as a rule the action of the suds 
is sufficient. Only enough water to 
fill the receptacle is heated. When 
the housewife starts the machine 
with its first batch she can take up 


any part of the regular work and at . 


the expiration of twenty minutes, 
after wringing the clothes by power, 
and rinsing them, she empties the 
receptacle of the machine with an 
ejector, and starts it again washing 
the second batch while she hangs out 
the first one. 

It takes twenty minutes to wash 
about half an ordinary family wash, 
and allowing for its leisurely wring- 
ing, and rinsing, and hanging out, it 
would not take 2% hours to wash 
twice, or the equivalent of a very 
large -yash, 

The regular work of the house 
need not accumulate while the ma- 
chine is at work. The time saving 
is obvious. 


Old Time Tuesday 

The world ironed its clothes on 
Tuesday, that is as many of them 
as it could, for there were always 
intervals of waiting for the fire to 
“come up” and literally hours lost 
in the dreary trip back and forth— 
back and forth—between the fire 
and the board. The irons, too, had 
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The cleaner, irons, heaters, grills and lamps are combined in this electric 
window 


to be used constantly to keep them 
in the right temperature. Nothing 
else could be done because of this, 
and the routine work, pushed aside 
by the wash, attained formidable 
proportions by Tuesday night. It 
took a quick worker to get through 
a family ironing in a day. 

The New Tuesday 


The modern self-heating 
whether it be electric, gas, or 


iron, 
any 


other heating power, demands no 
fire to be started or kept up. It 
calls for no trips to and fro. With 
the simplest possible care it remains 
constantly at the right temperature, 
and it may be shut off while other 


’ work is done, and heated up again 


at short notice. It does the same 
amount of work in half the time be- 
cause it works every moment. The 
work is done better and quicker and 
the housewife is saved time. 
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Cookers and cabinets make a great kitchen window. 


Notice the floor covering 
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Wednesday’s work in the old 
regime consisted very largely in 
picking up the accumulated tasks 
proper to Monday and Tuesday, but 
the manner of accomplishing this is 
one of the greatest examples of the 
practical value of modern time and 
labor saving devices, for these tasks 
were very varied, they covered al- 
most all the regular lines of house- 
work, and were among the most 
exasperating devourers of time. To 
begin with breakfast. 

The Electric Breakfast 

Breakfast may mean almost any- 
thing. It may be a delight to eye, 
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overhead light, and doing away with 
dangling cords over the table. One 
of the outlets is applied to the per- 
colator and makes clear fragrant hot 
coffee. A second heats the toaster, 
and a third the grill, where sausages 
simmer underneath, while buckwheat 
cakes take on their own inimitable 
golden brown on the top griddle. 
There is something to lighten 
labor and save time in each and every 
item of that once tedious task of 
“picking up” the house after the 
wash. Dishes dry themselves in the 
wire rack while the housewife takes 
the ironing from the ceiling rack, 














Aluminum casseroles, vac bottles and todsters with autumn leaves for 
’ . . 
trimming 


soul, and stomach, or it may be the 
dreariest thing in the world. It all 
too often was under the old rule. It 
meant the housewife getting up at 
unheard of hours, weary and har- 
assed, giving her own worries to the 
family. 

To-day the most remote farm 
homes have adopted the practical 
convenience and economy of the elec- 
trical breakfast, each item prepar- 
ing itself while the housewife is 
setting the table. 

Usually a multiple plug under the 
table supplies three cords leaving the 


with no qualms about finding damp 
sheets or creased starched pieces, and 
so on we might follow her through 


the entire day. Cleaning a spot from 
the best rug with the carpet washing 
machine; heating a cup full of water 
with the emersion stick instead of 
standing over the fire and using a 
sauce pan which must be washed 
again. The regular work of the 
house is done as usual and in half 
the time through the _ invincible 
army of little minute savers which 
she uses as a matter of course every 
day in the year. 
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Thursday was proverbially the 
housewife’s breathing spell. The 
wash at last definitely out of the way 
and the house in order again; the 
regular sweeping of Friday, and the 
baking and cleaning of Saturday as 
yet in the future. It was the day 
for receiving or making visits, but 
in all the revolutionary changes of 
household procedure nothing has 
changed more than this. 

Visiting Day 

Visitors meant hours of prepa- 
ration in the old way. Everyone 
flew around, and as Marion Harland 
said, “The first course was usually 
ooked wife.” However, the first 
proceeding of the up-to-date house- 
wife expecting visitors or to pay 
visits is usually to get the family 
dinner. disposed of through the aid 
of that modern wizard, the fireless 

ooker. 

Food is prepared with all sorts of 
iconveniences. Knives that pare and 
slice and core and do everything to 
vegetables but waste them. Mixers, 
and beaters, and choppers, make 
short work of their victims, and by 
the time these are ready, the discs, 
or whatever the heating units may 
be, are ready too, and the dinner is 
put into the cooker where it will stay 
until it is taken out, hot and done 
to a turn and no more. 

The hostess’s costume required 
much time in the old ruling, but she 
thinks nothing to-day of washing a 
blouse and tinting it any color, and 
then putting it in front of an elec- 
tric fan and ironing it in a jiffy. 

Friday, Sweeping Day 

It was the boast of meticulous old 
time housewives that anyone could 
tell the day and the hour by the work 
in process, 

The modern housewife is actually 
more particular than this slave to 
routine, and especially in the still 
necessary cleaning she is far ahead 
of her, for the vacuum cleaner 
sweeps and dusts at the same time, 
and does it as the most laborious 
hand work never could. 

Sweeping used to be the death 
knell of dainty hands and clothes, 
and all delicate articles of furniture 
or ornament were carefully covered 
before it was started. It took as 
much time to prepare a room for a 
thorough sweeping as it did to do 
the work, and then it took time for 
the dust to settle before it was 
laboriously removed again. 

The vacuum cleaner can be used 
by a woman in a ball gown. It 
takes no preparation, for it actually 
“licks” the dust and dirt from any- 
thing it is applied to, from the airy 
delicacy of the flimsiest curtain to 

(Continued on page 117)” 


















HERE are no styles of letter- 
ing more generally used, with 

more convenient application 
ie various purposes, than the mod- 
ern show card Roman letter which 
will be shown here in installments 
of four letters each, capital and 
lower case. Each letter will be 
treated on separately in its proper 
rotation according to the alpha- 
bet. This series of several les- 
sons on this modern show card al- 
phabet (including the Roman nu- 
merals). will be elementary enough 
for any novice to thoroughly un- 
derstand and successfully follow 
the instructions given. There is 
only one thing the writer will be 
unable to do—that is the begin- 
ner’s practice work. One may 
have all the modern scientific in- 
structions on lettering before him, 
and even an expert instructor 
standing over him, but all this will 
have failed in its purpose if the 
beginner is unwilling to devote a 
few hours a week to practice. This 
may be done on any kind of smooth 
wrapping paper, or old newspapers. 
Practice makes perfect more surely 
in show card writing than ‘in any 
other job you may tackle. 
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Show Card Writing for the Beginner 


By JOSEPH BERTRAM JOWITT 





The Roman letters with spur 


The writer receives many letters 
from HARDWARE AGE readers who 
want to know where they can pro- 
cure a book on lettering or practi- 
cal show card writing. There are 
many books published on lettering 
but few if any are practical from 
the standpoint of the beginner. 
It’s very much like buying a field 
with many hidden oil wells without 


>) , 
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the map or chart telling just where 
to locate each well. The writer 
has access to one of the largest cir- 
culating libraries where’ every 
known book on lettering and show 
card writing is listed, and those in- 
terested in this series of lessons 
may be assured that nothing of sci- 
entific value that would in any way 
help or modify the beginner’s la- 





Ii Always the correct service for the 


The attractive Thanksgiving card made with Koman letters 
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Furthermore, every reader of 
HARDWARE AGE has the privilege of 
asking the writer questions on any 
point or subject he does not thor- 
oughly understand. 


We are read i To further explain how difficult 
y 4 it is for the beginner to understand 

J the technical instructions given in 

Or t h e . ; the average book on lettering the 


| ke writer quotes a paragraph from a 
13 a k cy <p book called “modern.” 
e The book says: 
This “In copying this alphabet make 
the four lines of letters 1%4 in. 
high, with the spaces between them 


compels %4 in.; the main line of the title 


card 


tmme- %% in. high, and % in. above the 


ee 
Complete diate top line of the letter; the second 


e attention line of the title 14% in. high and %% in. 
Line of above the top line of letters. The 

‘ stroke of this letter is 5/16 in., or 
one-fourth of the height; the spurs 


4 ad ; are four-fifths stroke on all letters, 

{ ss | except the E, F, L, T and Z, where 
— | they are larger. The curve of the 
‘spur’ from the fine line to the 

stroke is in most cases a quar- 


ter: circle, the radius of which 
is four-fifths of a stroke, and the 
center four-fifths of a stroke from 
the vertical stroke and the fine 
line, to both of which the quadrant 
must be tangent.” 

(Continued on page 118) 














bors in learning show card writing I NY Ik i FF 4 
REE 9 ES 


is omitted from these pages. 
Often Too Technical 


The first thing the beginner no- 
tices after buying a book on letter- The ransparen 


ing is how short the text matter is 


accompanying each plate or alpha- heavy 4 ; 
bet. After reading the text, which type en 1S es 


in many cases is too technical for at the 





him to understand, he becomes dis- 4,5 gy» 
couraged and the book gets 
“shelved.” 


Here in these serial lessons pub- od Guaranteed 


lished in HARDWARE AGE, the be- 


ginner is told just what to do in a 
very simple manner, all that is 
necessary for one lesson. If he O ; QO [Ca 


happens to miss one issue of HARv- 


WARE AGE in which a lesson wus . 

published he does not lose any im- WI oven Ca 
portant connecting link, because : 
there are only ten alphabets used 
in show card writing; these same 
ten are constantly being reviewed 
in this series. 
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Comment 





WANTED—COMMERCIAL COURAGE 


HE late E. C. Simmons never more strik- 

Ty ingly displayed his keen knowledge of 

merchandising than when he said, “There 

are many retail hardware merchants in the 

United States who are short on commercial 
courage.” | 

Why it is that an honest merchandiser, conduct- 
ing a legitimate business at fair and reasonable 
profit, should be afraid to apply business methods 
to his collection system is almost beyond com- 
prehension. 

He may be a capable, far-sighted buyer with a 
practical, aggressive sales policy, but he seems 
possessed with the idea that it is almost an insult 
to ask for the cash equivalent of goods when due. 
You don’t fear your customer when you sell him 
merchandise, why fear him when the time for 
payment arrives? An analysis of this inconsist- 
ent policy of apprehension reveals its: absolute 
fallacy. 

To begin with, the man who buys merchandise 
evidently expects to pay for it. The allowance of 
a certain period of credit is merely a courtesy and 
an accommodation on the part of the merchant. 
It is obvious therefore that it is perfectly ethical 
for the merchant to ask for payment at the ex- 
piration of the credit limit. 

But the average retailer says, “If I ask for my 
money the customer will be offended and will 
cease trading at my store.” 

Will he? 

I doubt it. However, if he does, then he belongs 
to that class of customers whose trade is not 
profitable, and therefore not to be desired. It is 
better that his name should be on your competi- 
tor’s books while your good merchandise remains 
on your own shelves. “No trade is a good trade 
unless both parties prosper.” 

It is a proven fact that the longer a bill is al- 
lowed to stand the more difficult it is to colleet— 
and the more irritated the customer becomes 
when payment is requested. If you ask a man to 
pay at the expiration of thirty days from date of 
purchase, he may be slightly irritated for the 


moment, but if you Wait six months his irritation 
grows in proportion. 

No one loves to pay for a dead horse. 

Approximately 90 per cent of all retail busi- 
ness failures are traceable directly or indirectly 
to the merchants’ failure to make prompt collec- 
tions. The great majority of the dealers who 
comprise that 90 per cent are short on commercial 
courage. 

The average merchant does not realize that the 
prompt collection of bills is not only a matter of 
right, but one of absolute duty. 

You owe it to your community to make your 
business successful. Failure has an adverse effect 
upon the community, as well as the individual. 

You owe it to your family, whose future de- 
pends upon that success. You owe it to the whole- 
saler who supplies you with merchandise, and 
upon whom your success or failure rests. 

Finally you have a duty to perform to your 
customer in the prompt collection of the money he 
owes you. If you allow him to pyramid his ac- 
counts and to acquire a lax system of payment, 
you are helping him to form a habit which will 
militate against him all his life. Thousands of 
men who are to-day branded “poor credit risks” 
have been made so through the lax collection 
methods of retail dealers. 

This is a peculiarly and particularly important 
time for the retail hardware dealer to bring his 
collections up to date. Money is tight and interest 
rates are high. If he fails to collect promptly he 
may not only be forced to use borrowed capital at 
high interest rates to finance high priced stocks, 
but he may be forced to omit the taking cash dis- 
counts, which pay a maximum of interest. 

Crops are exceptionally large this fall, and har- 
vesting is practically over. Wages are still high, 
and labor is generally well employed. The farmer 
and laborer are financially able to pay their honest 
debts. They will if you do your part. All that it 
requires is a little effort backed by commercial 
courage. 

Display the same lack of fear in collecting that 
you do in selling. 

Let us hope the time will soon come when the 
retail hardware trade can take down that sign :— 
Wanted—commercial courage. 





(nie nn) 





Business Will Demand Equitable Taxation 


No “Passing the Buck” in Prospective Revenue Revision—Labor 
Shows Increased Efficiency — Booming 


WASHINGTON, Nov. 8, 1920. 
Ts late Elbert Hubbard, quaint 


philosopher, described an optim- 

ist as one who doesn’t care three 
whoops in Hades what happens—so 
long as it doesn’t happen to him. The 
favorite occupation of the optimist 
school referred to by Hubbard is pass- 
ing the buck. 

A considerable number of optimists 
of this class met in New York a few 
days ago, and calling themselves the 
National Industrial Conference Board 
proceeded to draft a series of recom- 
mendations for the reform of our war 
revenue legislation. Some of the sug- 
gestions were exceedingly important, 
but their chief significance lies in the 
fact that they would shift the burden 
of war-time taxation from business men 
who are now carrying a substantial 
part of the load on to the backs of 
others who are paying quite as much in 
the way of general taxes and a lot be- 
sides in the form of special imposts. 


Some Queer Taxing Plans 


I might say in passing that the Na- 
tional Industrial Conference Board was 
appointed in Chicago last April at a 
meeting of manufacturers and _ pro- 
ducers summoned at the instance of the 
American Petroleum Institute and the 
American Mining Congress. The in- 
dastries represented by these institu- 
tions are vitally interested in getting 
rid of the excess profits tax—as in- 
deed are all business men—and they 
don’t care three whoops in Hades what 
industries are chosen to bear the tax 
which must be carried to make up the 
deficit caused by the repeal of this war- 
time measure—provided the oil pro- 
ducers and mining industries are not 
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asked to contribute to the sum total. 

If the gentlemen who devised the new 
taxing program for the National In- 
dustrial Conference Board could take 
a stroll through the Treasury Depart- 
ment, and perhaps drop in upon the ex- 
perts of the Ways and Means and 
Finance committees, they might learn 
something to their advantage. I think 
they would come away impressed with 
the fact that passing the buck to other 
industries is a very poor way for any 
interest to secure the repeal of vex- 
atious taxing legislation. 


Why Not Wield Pruning Knife? 


The board’s program starts out with 
the repeal of the excess profits tax 
“without loss to the Government.” This 
suggestion is based upon the theory 
that the Government must have as much 
revenue as is now obtained and quite 
overlooks the fact, to which I have 
heretofore called attention, that the tax 
burdens of the American business man 
can be very substantially reduced if 
Congress will wield the pruning knife 
with relentless hand. 

The House and Senate Appropriations 
committees sharpened their snickersnees 
last winter and whittled nearly a billion 
and a half from the Treasury Depart- 
ment’s estimates of the cost of running 
the Government during the fiscal year 
beginning July 1, 1920, and thus far 
there hasn’t been a single whimper to 
indicate that a single dollar was with- 
held where it was really needed. Nev- 
ertheless, if circumstantial reports are 
to be credited, the Treasury Depart- 
ment is preparing to ask Congress next 
December for as much or more than was 
demanded a year ago, the theory of the 
Secretary doubtless being that the Con- 
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Our Foreign Trade 


gressional leaders have already whetted 
their knives, and that the only way to 
secure liberal appropriations is to ask 
for a lot more money than is really 
needed. 


Spending Carnival Should End 


It will be up to: Congress, however, 
to make at least as good a record as 
last year, and in addition the leaders 
will feel a responsibility to force the 
total of this winter’s appropriations be- 
low that of 1919, for the obvious reason 
that the country expects there will be 
a steady downward trend in public ex- 
penditures from this time forward until 
a reasonable normal level is reached. 

I never expect to see Uncle Sam live 
on the billion dollar budget which suf- 
ficed him annually up to the time Amer- 
ica got into the world war, but, as I 
have heretofore insisted, there is no 
reason under the sun why the total ap- 
propriations should not be speedily cut 
to four billion dollars per annum. 

This would enable us to dispense with 
the excess profit tax without enacting 
any substitute legislation. At a pinch 
the so-called luxury tax, a tax which 
hits more necessities than luxuries, 
might also be eliminated. 

In order that you may understand 
the altruistic and unselfish program of 
the oil and mining men to bring about 
the repeal of the excess profits tax, I 
will recapitulate its leading features. 
Certain existing taxes are recommended 
for increase, as follows: 


Would Restore War Time Postage 

Increase in stamp taxes from twice to 
four times the present rates, giving 
an estimated yield of $134,000,000; in- 
crease of from Ic. to 2c. on each 25c. 
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of the selling price of perfumes, cos- 
metics, proprietary medicines, etce., 
yielding $6,500,000; increase to 10 per 
cent in the tax on candy, chewing gum, 
photographic supplies, soaps, musical 
instruments and all articles now taxed 
at less than 10 per cent, yielding $70,- 
000,000; increase from $3 to $5 per 
thousand on cigarettes, yielding $70,- 
000,000; increase in first-class postage 
to 3c. per ounce, yielding $73,000,000. 

You will note that this pleasant little 
program proposes to boost practically 
all the taxes on hardware retailers’ 
side lines levied in the War Revenue 
Act, and in addition would restore that 
illogical tax on business, the lc. addi- 
tion to the first-class postage rates. 

But this is not all. New taxes are 
proposed, as follows: 

Taxing the “Free Breakfast Table” 

On sugar, 2c. per pound, yielding 
$45,000,000; on tea, 10c. per pound, 
yielding $10,000,000; on coffee, 2c. per 
pound, yielding $28,000,000; on gaso- 
line 1c. per gallon, yielding $72,000,000. 
It was also recommended that automo- 
biles and motor trucks pay a special 
annual federal excise tax equivalent to 
50c. per horsepower. In return the 
automobile owner would obtain a Fed- 
eral license tag good for use in all 
states. He would still pay the automo- 
bile tax in his own state: This would 
yield $100,000,000. 

You may be surprised that anyone 
even remotely related to the American 
Petroleum Institute should advocate a 
tax on gasoline, or a special Federal 
impost on automobiles, but this is not 
surprising when you consider that the 
supply of gasoline is dwindling and 
that the entire output can easily be 
marketed regardless of price. From a 
scientific standpoint there are good 
reasons why gasoline producers should 
favor legislation calculated to slacken 
the demand for their product. 
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The revenue that would be lost in 
repealing the excise tax and reducing 
the surtax would amount to $1,180,- 
000,000 minus the estimated increase 
of existing taxes on railroad corpora- 
tions of $100,000,000 and existing taxes 
on rail transportation resulting from 
increased freight and passenger rates 
of $48,000,000. It is estimated that the 
new and increased taxes recommended 
would yield $1,293,500,000, giving a net 
excess to the Federal government of 
$261,500,000. 


Would Tax the “Other Fellow” 


But even the cheerful optimists com- 
posing the National Industrial Confer- 
ence Board are forced to recognize what 
they call “the possible disadvantages 
of the imposition of a sales or consump- 
tion tax upon a limited or selected list 
of commodities,” but they declare that 
it is impossible to “ignore the fact, how- 
ever, that consumption taxes have not 
only become well established but have 
proved themselves eminently satisfac- 
tory as permanent and emergency meas- 
ures.” 

“Permanent and emergency meas- 
ures” is good! “Eminently satisfac- 
tory” is also good! 

In other words, taxing the other fel- 
low is an eminently satisfactory meas- 
ure for the fellow who is not taxed, 
and if the patient victim doesn’t kick 
too hard you can make the emergency 
measure permanent. 

Thecamouflage is rendered much more 
effective by mixing in a little apparent 
self-sacrifice like a small tax on gaso- 
line, when as a matter of fact, the im- 
position of such a check on consumption 
is really desirable from the producers’ 
standpoint, not to mention the fact that 
such a tax can at any time be utilized 
as an excuse for an increase in price 
that may amount to considerably more 
than the tax. 


Fair Price Committees Quit 


HE “fair price” organizations which 
have been operating in the various 
parts of the country under the super- 
vision of the Department of Justice 


were dissolved Nov. 1. The good old 
law of supply and demand has begun 
to assert itself just in time to assist 
in holding profiteers in check, but the 
Attorney General will continue to take 
legal action against all persons seeking 
to obtain unreasonable profits when- 
ever the evidence warrants it, accord- 
ing to a statement made public here 
by Robert F. Scott, special assistant 
in charge of this work. 

The campaign against exorbitant 
prices has been of “substantial benefit” 
to the average citizen, Mr. Scott says. 
He adds that more than 2000 cases have 
been instituted by the department, and 
that scores of these have resulted in 
fines and prison sentences under the 
profiteering provisions of the Lever Act. 
The cases remaining on court dockets 
will be pressed, and new proceedings 
started where evidence of the law’s 
violation is found. 


“The objective of the department,” 
Mr. Scott says, “has been, first, to elim- 
inate the profiteer, and, second, to make 
his field less attractive by educating the 
buying public to the wisdom of sane 
and sensible buying.” 


Law May Not Be Constitutional 


Difficulty has been experienced by the 
department because of the “judicial 
doubt” existing as to the constitutional- 
ity of the Lever law. Unfavorable de- 
cisions are said to have given profiteers 
a new grip in some communities, but 
Mr. Scott believes the legal attacks 
started by the Government have served 
measurably to discourage the wave of 
profiteering. 

Mr. Scott says the Government ac- 
tivities against price gougers have “ac- 
celerated and aided rather than re- 
tarded,” renewal of the effectiveness of 
the law of supply and demand. 

“Another important factor,” he says, 
“has been the action of fair price rep- 
resentatives in inducing patriotic mer- 
chants to effect reductions in prices. 
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Perhaps the most striking illustration 
of this was the success of the represen- 
tatives in Pennsylvania in convincing 
one of the largest Philadelphia mer- 
chants of the wisdom of making a 
voluntary reduction on all commodities 
handled by him. This reduction of 20 
per cent resulted in a general wave of 
price slashing throughout the country, 
from which the consumer substantially 
benefited.” 


Testing the Lever Act 


_ question as to the constitution- 
ality of the Lever Act was pretty 
thoroughly threshed out before the 
United States Supreme Court in cer- 
tain test cases argued before that 
august tribunal last week. The discus- 
sion embraced every angle; hence the 
decision of the court promises to be 
comprehensive and to cover practically 
every issue thus far raised. 

The chief point of attack was based 
on the contention that the act violates 
the fifth amendment of the constitution, 
in that it deprives the defendants of 
their property without due process of 
law. It was further contended that at 
the time of the amendment of the Lever 
Act, Oct. 22, 1919, Congress was with- 
out war powers which it was attempt- 
ing to exercise. 

Counsel for the Government argued 
that the capital and energy with which 
the act dealt were employed in a busi- 
ness impressed with public interest and 
that Congress had full power to act, as 
the conservation of necessities was es- 
sential to the maintenance of the army 
in the field and that, although the 
armistice had been signed Congress was 
the judge as to when the war emergency 
had passed. 


Food Prices Going Down 


Statistics published by the United 
States Labor Department last week 
show that both wholesale and retail 
prices of food continued their downward 
course during the month of September. 
The decline, however, was not com- 
mensurate with the drop in the prices 
of farm products, according to the de- 
partment. 

The decline in the cost of 22 articles 
which comprise about two-thirds of the 
articles used by the average family was 
about 2 per cent in September. Whole- 
sale food prices decreased 5 per cent. 
There was a decrease of more than 15 
per cent in the prices paid farmers for 
the principal crops. The figures show 
that for some reason the decline in 
prices is slow to reach the consumer. 
The labor department, however, thinks 
that retail prices will show further re- 
cessions when its reports for October 
are completed. 

The price changes on 43 articles of 
food between Aug. 15 and Sept. 15, 
as reported by the department, are 
interesting. Data from 61 principal 
cities show that potatoes decreased 22 
per cent, sugar 20 per cent, cabbage 
14 per cent and coffee 6 per cent. Other 
food articles showed drops of from 1 
to 4 per cent. 
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Some food increased, however. Eggs 
advanced 12 per cent, pork chops 9 per 
cent and oranges 8 per cent. Notwith- 
standing the recent declines, the price 
of food, according to the department, 
averages 8 per cent higher than a year 
ago and 98 per cent higher than in 
1913. 

Cloth and clothing, on the other hand, 
dropped 7 per cent in September, as 
compared with August; building ma- 
terial decreased 3 per cent; fuel and 
lighting materials advanced 6 per cent 
over August; the latter prices have 
been increasing for the past several 
months, Wholesale prices of cloths and 
clothing are now 9 per cent less than 
a year ago. Aside from farm prices, 
this is the only class of commodities 
showing a decline in prices compared 
with one year ago. 


HARDWARE AGE 


New Freight Rates Cause Slight Rise 


The Bureau of Railway Economics 
here published last week the first sta- 
tistics of an authentic nature showing 
the effect of the advance in freight 
rates made September 1 on com- 
modities shipped to New York from 
different cities and towns. In the ma- 
jority of instances the increase per re- 
tail sales unit has been less than Ic., 
while only a few have exceeded Ic. 

A suit of clothes, a pair of shoes, a 
sack of flour, or a pound of sugar, or 
quart of milk, were also included. 

Shipments from as far west as Min- 
nesota and Texas to New York and in- 
termediate points were considered. Car- 
loads and less than carload lots were 
figured on, so as to make the calcula- 
tion as nearly correct as possible. 


Better Labor Condition 


T is a very encouraging sign to find 

labor organizations in several im- 
portant industries either offering to ac- 
cept reasonable cuts in wages or pro- 
posing to guarantee increased efficiency 
and larger output in order to maintain 
the wage scale. In view of the gen- 
eral downward trend in prices there 
would seem to be no other course to 
pursue if widespread unemployment is 
to be avoided. 

Once in a while the consumer has a 
chance te dictate. Just now he finds 
he can get along without a lot of things 
he used to regard as necessary to his 
comfort and well being, and as in many 
cases his own income has been curtailed 
through the cessation of war-time ac- 
tivities of one kind and another, he has 
decided to wear his last year’s clothes, 
iron his 1919 derby, and half sole his 
shoes. When several million consumers 
make such a decision production on the 
old basis will necessarily be curtailed. 

Enterprising manufacturers believe 
they can stimulate trade and bring the 
consumer back into the market by 
offering goods at reduced prices, and 
obviously the mills cannot be started 
up again on the old standards of wages 
and restricted production. Few sounder 
statements have recently been made 
than that of the editor of the Bache 
Review, who, a day or two ago, said: 


Only Way to Maintain Wages 


“Probably no other force, if applied 
in the highest degree, would have a 
greater effect in bringing prices back 
to normal than the efficiency of labor. 
Labor has been paid twice as much for 
one-third or one-half less work. The 
first step to former conditions is an in- 
crease in efficiency of 100 per cent. If 
it does one-third more work for the 
same money it can readily be seen what 
a dominant factor it will be in reducing 
prices, if this work-increase should be 
general.” 

A case in point was brought to my 
attention a few days ago, when I 
chanced to be in Baltimore. A big 
clothing manufacturing establishment 
in that city, employing 2500 men and 


women, was about ready to close down 
through sheer inability to sell goods at 
the old ‘price. 

The cost of woolens had declined 
somewhat, but the material in a suit 
of clothes, after all, is a small factor, 
labor being the chief item. The manu- 
facturer therefore decided that the 
small reduction they could offer dis- 
tributors, based upon the saving in the 
cost of materials, would hardly reach 
the consumer at all, and therefore 
would not in any way serve to bring 
buyers back into the market. 


Workers Volunteered to Help 


The workers in this establishment 
learned about the situation, however, 
and immediately called a meeting, at 
which the outlook was fully canvassed. 
The heads of the establishment were 
requested to submit a new schedule, 
eliminating all restrictions on produc- 
tion, and after it had been carefully 
studied it was formally adopted, with 
the result that this concern is now run- 
ning on full time at the 9ld wage rate, 
but with such an increase in output 
per operative that, in connection with 
the decline in the price of woolens, well- 
made clothing can be sold at 50 per cent 
of the prices heretofore charged. 

On a trip into New England a fort- 
night ago, I found a similar movement 
under way in both cotton and woolen 
mills. In many cases large establish- 
ments had been closed down for several 
weeks before the workers decided to 
cut loose from leaders who were advis- 
ing a last ditch fight against lower 
wages or increased production, but to- 
day many of those mills have resumed. 

An amazing change in the position of 
these industries has been accomplished 
in a few days due to a decline of 20 or 
30 per cent in the cost of raw material, 
a 20 per cent reduction in wages, and 
a 30 to 50 per cent increase in output 
per operative. Incidentally many big, 
thriving communities have been saved 


a winter of privation, and in some cases. 


of actual starvation. 
Last but not least, a few million 
people will soon be able to buy warm 
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clothing which otherwise they would 
have been denied. 


To Finance Foreign 
Trade 


“Pryrenmconnngen =e leaders and high 
department officials are manifest- 
ing a very lively interest in the pros- 
pect of action by the bankers and big 
financiers of the country in regard to a 
$100,000,000 corporation to operate 
under the Edge Law for the promotion 
of foreign trade proposed to the Amer- 
ican Bankers’ Association and approved 
at its congress held here a fortnight 
ago. With all signs pointing to a re- 
duction in our foreign trade and a slump 
in production for domestic consumption, 
it is generally agreed that some steps 
must soon be taken to stimulate busi- 
ness. 

Credit limitations are undoubtedly re- 
stricting our export business. Under 
existing conditions American manufac- 
turers are unable to grant foreign cus- 
tomers the credit necessary to insure 
continued purchases, and have been 
obliged to suspend operations in foreign 
fields. This situation has developed 
just at a time when high prices here 
have served to slow down home buying, 
and the combination threatens to prove 
disastrous. 

The men who are supporting the plan 
for the organization of this huge cor- 
poration contend that America’s social 
and economic welfare is bound up in 
the future of its trade relations with 
other peoples, and hence it is incumbent 
upon America to cultivate the awaiting 
markets and finance its commercial 
operations. A few dollars here and 
there, they say, will not do; millions of 
dollars must be furnished to finance 
foreign buyers and to pay in cash the 
bills of American producers. 


Too Big to Last 


The demand for support for our for- 
eign trade is made in the face of the 
Department of Commerce reports just 
published to the effect that the exports 
of the United States for the month of 
September amounted to $606,000,000, 
an increase of $28,000,000 as compared 
with August and an increase of $11,- 
000,000 over September last year. The 
feeling is that this pace cannot be 
maintained, and that unless the Ameri- 
can financiers are willing to arrange 
for further credit to European buyers, 
they will soon be at the end of their 
rope, 

The bankers favoring the $100,000,000 
foreign trade corporation believe that 
no time should be lost in putting the 
plan into operation. Their recommen- 
dation is that the corporation be or- 
ganized so that it may begin business 
by Jan. 1, 1921, a little more than two 
months away. Of its authorized capital 
25 per cent must be paid in when it 
begins operations, and the balance must 
be paid in sixty-day periods, in accord- 
ance with the Edge law. 

(Continued on page 118) 
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MULEUALT 


Bring Viel j Bieres to Se ait 


Annual Exhibition of the 
Automobile Accessories 
Branch, the National Hardware 
Association of the United States, 
held at the Coliseum, St. Louis, 
November 30 to December 3, in- 
clusive, will break all records 
for both interest and attention. 
The Executive Committee of 
the Association included in its 
report to the Twenty-sixth An- 
2 nual Convention, a paragraph 
urging upon the executives of all 
members the importance of hav- 
ing their accessories buyers or 
managers present when the St. 
Louis Exhibition opens. 


U) “annua ent the third 
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JOHN J. TEEPLE DEAD 


The death of Mr. John J. Teeple on 
Oct. 31 removed from the hardware 
field one of the best known men in the 
country. Mr. Teeple belonged to the 
day when a hardware man started at 
the bottom and served years of appren- 
ticeship at hard work before any recog- 
nition was accorded. Mr. Teeple was 
born with the selling instinct, because 
he was raised in a country store run 
by his father in a small country town 
near Albany, N. Y. At the age of 14 
he determined to fight his own way and 
came to New York. He started as a 
stock boy with Russell & Erwin Manu- 
facturing Co. and was with them for 
some years when he was given an op- 
portunity to sell builders’ hardware 
first in New York City and later 
throughout New York State. He 
showed such exceptional ability as a 
salesman that he he became connected 
with the firm of Van Wagoner & Wil- 
liams, Cleveland, and through this con- 
nection became widely known through- 
out the territory from New York City 
to the Middle West, including New 
England. Later he became connected 
with Peck Stow & Wilcox, Southington, 
Conn., in the selling end of the business. 

Over twenty years ago he connected 
himself with Fayette R. Plumb, Inc., 
Philadelphia, and since that time has 
been their representative from the At- 
lantic Coast to Detroit, Mich., in the 
United States, and all of Canada except 
the Far West. His headquarters were 
in New York City and he spent a great 
portion of his time, when not traveling, 
at the Hardware Club, where he was 
a well known figure. 

Mr. Teeple by reason of his unusual 
hardware education was looked upon in 
the hardware field as an authority, be- 
cause he added to his knowledge a won- 
derful experience in the selling field 
and a wide knowledge of the hardware 
world both from the manufacturing and 
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The meetings held in Detroit 
and Chicago demonstrated clear- 
ly that the time spent in attend- 
ance is well worth while. 
Accessories buyers can learn 
more regarding the character 
and style of goods that can be 
distributed to advantage, and 
about market conditions and 
price tendencies, through attend- 
ing the St. Louis meeting than in 
any other way. 

Every make, kind and style of 
automobile accessory will be on 
display; not a single item of 
auto supply or equipment will be 
missing. 


In addition the sessions will 





the selling standpoints. Mr. Teeple, by 
virtue of his knowledge, optimism and 
loyalty, probably numbered among the 
hardware buyers of his territory more 
personal friends than it is the privilege 
of the average man to have. 


CHICAGO CLUB DANCE 


Women are the best little winners in 
the world. 

That was pleasantly proven at the 
election night festivities of the Hard- 
ware Club of Chicago. More than half 
of the large, laughing crowd Tuesday 
night was composed of the fair femin- 
ine and the eagerness and joy with 
which they received the news gave spice 
and life to the whole affair. 

The dinner-dance was a success—a 
landslide. How could a crowd in a 
State that went 800,000 plurality for 
Harding have anything but a good time 
on election night? 

To begin with, the dinner was as 
bounteous as a Thanksgiving feast on 
a prosperous farm. The piéce-de-ré- 
sistance was fried chicken and none of 
the accessories or trimmings needed to 
embellish it were missing. With the 
first flash of victory in the East, some- 
one started to sing “Hail, Hail the 
Gang’s All Here,” and from then on 
basses and tenors vied with sopranos 
and altos in making music. It was a 
real feast with real happiness pervad- 
ing every course. 

Cards and dancing claimed the rest 


of the evening save for the interrup- 
tions of election returns. 
No vaudeville or musical comedy 


stage could outdo the iaughter created 
by a prize waltz which was easily the 
“top-line” fun event of the evening. The 
taste of the judges seemed excellent. 
The honors finally descended upon Mr. 
and Mrs. Harry Leibe, Stanley Works. 
Mr. Leibe’s prize was a perfectly new, 
unused package of gum. Mrs. Leibe 
was given a “washing machine.” But 





fairly teem with interesting and 
instructive discussions on the 
manufacture, distribution, sup- 
ply and price of everything per- 
taining to the automotive acces- 
sories, equipment and supplies 
market. 

The St. Louis meeting and ex- 
hibition bids fair to be the 
largest and most representative 
affair of its kind ever held in = 
America. z 
* No hardware jobber can afford = 
to miss it. = 


Come and bring your acces- 


sories buyer. 
Don’t forget dates—Nov. 
Dec. 3. 


30 to 


LNT 






when the “machine” was presented it 
was done up in a package which was 
suspiciously suggestive of a pound of 
candy. 

Other important contestants were 
barred for various reasons. One couple 
admitted rehearsing by nightly attend- 
ance at Dreamland and another couple 
was barred “because they jumped too 
high, and didn’t shimmy.” 

It was a difficult task for the judges, 
difficult indeed, but Harry Macrae, 
George Beaudin, Harry Squibbs and 
Announcer John Kandy are accustomed 
to difficult things and as Mr. Kandy 
stated, “We have danced with women 
from Oshkosh to Kokomo and when we 
haven’t been dancing we have been 
thinking about it,” so who can question 
the expertness of the “verdict?” 

This gala event marks the formal 
opening of the social season of the club 
and one good time after another is 
scheduled for the winter months. 

The newly chosen president, Mr. A. 
Vere Martin, had the jovial and able aid 
of Harry Macrae in putting over the 
whopping big success which “Harding 
night” proved to be for the Chicago 
hardware world. ~ 


GEORGE B. MeCARTY DEAD 


George B. McCarty, vice-president of 
the J. C. McCarty & Co., 29 Murray 
Street, New York, died Nov. 5 from 
pneumonia after having been sick for 
only a few days. Mr. McCarty was 
well known in the hardware trade, espe- 
cially in the metropolitan district, and 


his death is a distinct loss to the hard- 
ware trade of New York. He started 
his business career as an office boy 
with the J. H. Judd Co. of New York, 
but he only remained there for a short 
time, and then went with his father in 
the hardware business. His ability both 
aus a salesman and as an executive won 
for him many friends and admirers in 
business. 


A Kitchen “Shower” Ad That Will Bring You Trade—Good Talk on 
Auto Pumps — Oil Heater and Electric Washer Announcements 


Kitchen Showers of Frequent 
Occurrence 


No. 1 (4 cols. x 10 in.) 

Here’s a hardware dealer who has 
noticed that one of the favorite send- 
offs for the bride is a kitchen “shower” 
or a miscellaneous presentation of 





An Automobile Pump 


worth havng—THE INDIANAPOLIS AIR 
PUMP 


This pump has afiwe year guarantee— 
has two instead of one leather washers—self 
lubricating plunger—24 inch undentable bar- 
re]—steel washers to take shock off leather 
washers—easily detached handle*hinged foot 
rest and sells for only $4.50. Just the pump 
YOU have been looking for 


FOSTER-FARRAR CO. 


7 nosite Draper Hotet 
gon = réay Evening 102 Mam Sir--* * 











Convincing facts on auto pumps 


kitchen articles. He has figured out 
that an ad on the subject will not only 
show prospective members of the 
shower party where to get the best 
items for a shower but will put the 
idea into the heads of those planning 
a surprise for the bride. 

This shower ad is well worked out. 
The top cut is a fine one and the head- 
ing and opening talk right to the point 
while the method of presenting the 
copy in neat panels makes the reading 
of the ad a pleasure. 

Note the splendid display—the uni- 
form selection of type display faces, 
the neat borders for the panels and the 
easily distinguished price figures. 

The ad appeared in the current issue 
of The Oyster Store Magazine pub- 
lished by the Oyster Store at Lumber- 
port, W. Va. 

Another point in reference to this 
ad is the well written copy which ap- 
pears in each panel. This copy is very 
individual and provides the reader with 
an exceptionally good working idea 


of the article that is being featured. 

Two additional panels serve to 
broaden the scope of this announce- 
ment. First—the panel which refers 
to the other items carried in stock but 
not mentioned in the ad. Second—the 
large panel on the store service and 
also the timely reference to lower 
prices. 

Good Oil Heater Ad 


No. 2 (2 cols. x 4 in.) 

Miss E. L. Porter, ad manager for 
the Buchanan Hardware Co., Richfield 
Springs, N. Y., sent us this ad on oil 
heaters which was given a run recently. 

It’s a good ad and we call particular 
attention to the slogan, “Warm Rays 
for Cold Days.” We think this is ex- 
cellent and as far as we know, it is 
original with the Buchanan Hardware 
Co. If it is used again, as we believe it 
ought, it should be inclosed in quota- 


F “Voss” Electric Washer 


with Swinging Wringer 
Every home that has clothes to wash will find a 
“Voss” Electric Washer adapted to its needs 

“ ‘ The actual washing 
device of the “Voss” 
1s the most simple 
and efficient obtain- 

able in any washer 
Only acone-shaped 


= 
2 
= 
= z , dasher comes in con. 
: prog tact with the clothes. = 
‘ei ose With a motion as 
‘£45. gentle as the users = 
E ’ hands, it presses the 
steaming suds thor- 
oughly and completely thru every fold of the garment. 
Not a thread 1s left uncleaned. Not a thread 1s 
4 2 


loosened—or a button torn off by the method. There 
18 no friction -consequently there 1s no wear‘on the 
clothes. 

And the cost of operation 1s less than 2 cents an 
hour The “Voss” will pay for itself in less than a 
year. 

Let us demonstrate it to you 


Our Payment Pian makes it easy 
to own a*‘Voss’’ Electric Washer 


Wiltce 


THE STORE FOR QUALITY Ano SERVICE 


Tolughens 22. 800 Mi'waukee Avenuc. = 
UTM TE A EL 


Good arguments for electric washers 
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tion marks to make it stand out from 
the other lines in the main display 
and we would further suggest that the 
line be set in italic. 

This little ad is very well displayed. 
There is a fine balance of white space 
and black display letters and the gray 
mass effect of the text completes a con- 


z 





** Warm Rays for Cold Days < 
Perfection 
Oil Heaters 


Heat Produced on the Spot 
Prices $7.50 to $12.50 


tu make the house comfortable and cheerful 





Buchanan 


Hardware Co. 
RICHFIELD SPRINGS. N. Y. 


Window Glass 








Glazing 








Oil heater ad and a good slogan 


trast which makes the ad very easy to 
read. 

Miss Porter asks our opinion of the 
small block in this ad. She wishes to 
make a practice of featuring in these 
blocks hardware items which do not 
require special advertising or which do 
not permit of window display though 
they are especially seasonable. 

We think the idea a very good one. 
The block as shown in this ad is too 
small to interfere with the general dis- 
play of the announcement and the con- 
stant repetition of these blocks is very 
effective advertising. 

We are glad to note that prices are 
quoted in this ad. 

In connection with this oil heater ad, 
we wonder what has happened to the 
advertising on electric heaters. These 
are becoming very popular and if the 
hardware dealer does not get busy and 
feature them, he may find a big 
proportion of this trade escaping to the 
electrical dealer and the department 
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store. Let us see some electric heater 
ads. 


Convincing Pump Talk 


No. 3 (2 cols. x 4 in.) 

Here is a pump ad used recently by 
the Foster-Farrar Co., Northampton, 
Mass., with first-class results on the 
sales end. If you read this ad care- 
fully you’ll see that it “says something” 
about pumps. 

A guarantee is first offered the reader 
and this for a period of years, which 
is in itself convincing to start off with. 
Then the pump’s exclusive features are 
mentioned briefly and these are fea- 
tures that make a strong appeal to the 
autoist who has struggled with the 
variety of pumps furnished by the car 
maker as part of the tool equipment. 
The pumps the car makers buy cer- 
tainly take the prize as bad actors. 

First, trouble is experienced in the 
washers and then the tubing shears off 
and the pump is in a state bordering 
on total collapse. 

So when the autoist glimpses a well 
written pump ad like this one of the 
Foster-Farrar Co., he makes up his 
mind to lose his old pump and acquire 
one of the Indianapolis kind that will 
stay on the job for more than six 
months. 


Making an Easier Wash-Day 


No. 4 (2 cols. x 7 in.) 

Electricity has lightened the labors 
of mankind and not the least of its 
labor-saving achievements is the elec- 
tric washing machine which brings to 
the housewife the acme of comfort and 
convenience on the dreaded wash-day. 

In this ad used by the Walters Hard- 
ware Co., Milwaukee, Wis., the partic- 
ular electric washer sold by the com- 
pany is given a thorough presentation. 

Read the paragraph on the cone- 
shaped dasher and see how well the ac- 
tion of the machine is explained to the 
reader. Also note that the point is 
made concerning the machine’s easy 
treatment of threads and buttons. This 
is a very good point to make in a 
washing machine ad as some people 
imagine a machine is hard on clothes. 

The ad concludes with the cost per 
hour of the current needed to operate 
it .nd a request for a demonstration. 


TRADE NOTES 


J. H. Christman, sales manager of 
the Milwaukee Corrugating Co., Mil- 
waukee, Wis., was married on Oct. 27, 
1920, to Miss Marie Gibbons of Chi- 
cago. 


The Manufacturers Sales Co., Leader- 
News Building, Cleveland, has been or- 
ganized to represent in Cleveland and 
surrounding territory manufacturers of 
mechanical and electrical products. 


C. C. Bradford, for a number of years 
sales manager of a light and heat cor- 
poration, has been selected to manage 
the affairs of the new selling organiza- 
tion. Mr. Bradford is widely ac- 
quainted among manufacturers and 
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The Bride 5 “Kitchen Shower” 


ERE 1s a carefully selected list of articles indispensable to the woman who keeps 
house. Many will see pleasant possibilities here for fitting up the kitchen of 


a bnde-to-be by choosing such items for a 


“shower.” 


Good values and low in price. 





| 
Vegetable Mashers 
Of Retinned Wire 
Closely woven wire pounder is 
double twisted mmto shank It is 
easy to mash al! vegetables into 
desired smoothness 25 


with these a hurry 


**Yankee’’ Can Openers 
Combination Style 


The can opener, bottle opener and 
corkscrew combination 1 most 
satisfactory in any use—and one 
always needs these in 
Each, 


Wire Strainers 
Different Sizes 
nmoothe er the gravy and ciear 


| 
E 
| 


tea, the mor pra: 














Handled Flour Sifters 

Extra Good Ones 
No need of sifting the 
half-dozen times with these sif 
ters—they ‘re constructed to do 
efficent work the first time 


With convenient pro 30 


jeeting handle Each, 


flour a 


preciates. 





Polished Fry Pans 
One Piece Steel 
These fry pans 
cleaned becadee the inside surface 
is #0 smoothly polished; tin co 
ered handle is always cool—two 
qualities which every cook a} 


ean be easly 


Each 


Pyramid Toasters 
For Better Toast 





15¢ 














Wire Broilers 
For Tasty Meats 
These are hinged in a way that 


of pan 











Retinned Basting Spoons 

Forged Stee! ples: sail 

ake v ) 

A favorite with good cooks—w ' e han is firm 
always reorder this kind ly rivete 

hook on back of handle 

hanging spoon on back 

f E. 


Pan Cake Turners 
aide Bladed 


under vd 
ting int eo batter 


Each, 
allows for 





ach, 15¢ 











other values of equa! interest. 


Hosts of Other Items—As Desirable for Choice 

A few moments spent in looking over our plentiful assortments 
of low priced kitchen utensils will call to your attention many 
You are always welcome 


Strong Curtain Rods 
For Heavier Draperies 
New hangings and cretonne 
lrapes call for just such substan 
tial rods as these —with ball 


ends; firly fastened 
Ear, 256 


here brackets 

















SERVING YOU TIMELY AND WELL 


T takes time to do anything well, and it takes time to do it successfully. Certainly well timed 
were our efforts of over two months ago to purchase many items of merchandise just arriving 
this month. We sought to bring back lower prices by dozens of carefully planned purchases. They 
are here to welcome you now—take advantage of the economy prices which we are featuring this 
month. You will be delighted to find how quickly, readily and thriftfully we can supply your needs. 








How to stage 


buyers throughout the Middle West 
and has had success in developing large 
organizations of this nature. 

At a meeting of the board of direc- 
tors of the American Hammered Piston 
Ring Co., Baltimore, C. F. Hockley was 
appointed president; Howard Bruce, 
chairman of the board, and A. C. Bruce 
was made vice-president. 

Mr. Bruce is assistant to the presi- 
dent of the Bartlett-Hayward Co., of 
which the American Hammered Piston 
Ring Co. is a subsidiary. 


Anthony A. Miller, formerly with 
Hawley Hardware Co., Bridgeport, 
Conn., has become associated with the 
sales department of the Hilo Varnish 
Co., Brooklyn. 

Mr. Ritter will take care of the job- 
bing trade in parts of New York State, 
Pennsylvania and New Jersey. 


Joseph R. Torrey, aged 92, founder 
and treasurer of the J. R. Torrey Razor 
Co., Worcester, Mass., died recently at 
his home in that city. The Torrey 
company is one of the largest concerns 


a kitchen shower 


appeal 


in the country devoting its output ex- 
clusively to the making of razors. 


The Goyer Co., Inc., manufacturer of 
electrical hardware and latch knitting 
needles, which has been located for two 
years in Hartford, Conn., has moved to 
Willimantic, Conm, where it has leased 
from the Foster-Stewart Co. the old 
Turner silk mill on Valley and Bank 
streets. Production is scheduled to 
begin this week. When full capacity 
is reached nearly 200 men will be em- 
ployed. Several experienced machin- 
ists and die makers will be required. 
A. E. Greene is president and treasurer 
and Edwin P. Hayes, superintendent. 


Conrad Mueller died at his home in 
Alma, Kan., recently, following a long 
period of illness. Mr. Mueller was born 
in Austria 74 years ago, and was en- 
gaged in the hardware business in Alma 
since 1885, continuing up to the time 
of his death. The business will be con- 
tinued by his son, G. A. Mueller, who 
has practically been in charge since his 
father’s illness. 









AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Coliseum, 
St. Louis, Mo., Nov. 30, Dec. 1, 2, 3, 
1920. Headquarters, Hotel Statler. T. 
James Fernley, secretary-treasurer, 505 
Arch Street, Philadelphia, Pa. 

TEXAS HARDWARE & IMPLEMENT AS- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, Adol- 
phus Hotel. A. M. Cox, secretary, 1808 
Main Street, Dallas. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL IMPLEMENT, VEHI- 
CLE AND HARDWARE ASSOCIATION CON- 
VENTION, Kansas City, Jan. 18, 19, 20, 
1921. H. J. Hodge, secretary, Abilene, 
Kan. 

MIssoURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27,1921. W. W. McAllister, sec- 
retary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC, CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadelphia, 
Feb. 8, 9, 10, 11, 1921. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 


OKLAHOMA HARDWARE AND IMPLE- 





Coming Hardware Conventions 


MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 1921. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

NorTH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9,10. C. N. Barnes, secretary, Grand 
Forks. 


CALIFORNIA RETAIL HARDWARE & ImM- 


PLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. Le 
Roy Smith, secretary, 112 Market 


Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul Audito- 
rium, St. Paul, Feb. 15, 16, 17, 18, 1921. 
H. O. Roberts, secretary, Metropolitan 
Life Building, Minneapolis. 


OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 


NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 


RAZOR EXPORTING 
RECORD 


Despite the increasing popularity of 
the safety razor, the old fashioned 
straight razor of olden times has more 
than held its ground, acgording to the 
American Cutlery Bureau of Informa- 
tion. In the first six months of the 
current year exports of straight razors 
alone amounted to over $500,000 and 
with later figures now available it is 
safe to report that the total export 
turnover of a million dollars is ex- 
pected for the calendar year. Our total 
straight and safety razor exports for 
the fiscal year to June 30 amounted to 
more than $6,000,000, the highest 
amount in one year ever reached by 
the industry. In former years safety 
razors were exported almost entirely, 
but the high quality of the American 
straight blade has apparently awa- 
kened a new appreciation in the for- 
eign trade. 


Many Different Shears 


“When next clipping the coupons 
from your bonds,” suggests the Amer- 
ican Cutlery Bureau of Information, 
“sive a thought to the men who made 
the scissors for the surgeons of the 
army and navy during the war. For- 
merly depending upon foreign countries 
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Fiel, secretary, 10 High Street, Boston 

IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 
23, 24, 25,1921. A. R. Sales, secretary- 
treasurer, Mason City. 

SoutH DAKOTA. RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 238, 24, 25, 1921. H.O. Roberts, 
secretary, Metropolitan Life Building, 
Minneapolis, Minn. 

NEw YorK STATE RETAIL HARDWARE 
ASSOCIATION; INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Convention Hall 
and Annex. John B. Foley, secretary, 
607-608 City Bank Building, Syracuse, 
MN. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 


and Tennessee Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


for surgical instruments, the war 
brought America face to face with a 
situation and scissors factories were 
converted overnight to take care of 
wartime needs. 

What a host of scissors and shears 
are now made by Uncle Sam! There 
are scissors for cutting bandages, scis- 
sors for cutting buttonho!es, and of 
each there are many varieties. There 
are ladies’ scissors and men’s scissors. 
There is a good show of scissors for the 
use of barbers and hairdressers. There 
are, for instance, hundreds of shapes 
of manicure scissors, pedicure scissors, 
and barber shears. 

“The surgeons have their own kind 
of scissors and the dentists also are 
offered several varieties. The candy 
maker has use for candy scissors and 
the paperhanger has his professional 
shears. 

“The gardener finds grass shears and 
hedge shears useful, two instruments 


- very much different from the small 


scissors used for manicuring or button- 
hole cutting. 

“Mules and sheep are shorn with dif- 
ferent shears and there are special 
automatic shears constructed to re- 
move the 300,000,000 pounds of wool 
from the sheep grazing in America. 
Tailors have shears and scissors of 
their own, many of considerable size 
and weight.” 
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Office of HARDWARE AGE, 
New York, Nov. 8. 

239 W. 39th St. 

ENERAL conditions in the New 

(5 York hardware market during 

the past week were essentially 

good. In spite of the fact that Tues- 

day was a holiday, the volume of sales, 

both wholesale and retail, was reported 
to have been uncommonly large. 

Jobbers’ stocks, though still below 
normal, because of the difficulty of ob- 
taining certain lines of goods, are said 
to be slowly improving both in assort- 
ment and quantity. 

Prices for the most part continue 
firm, although there is an increasing 
tendency on the part of manufacturers 
in some lines toward facilitating the 
gradual and orderly process of read- 
justment that is taking place. Au- 
thorities on market conditions have for 
some time past predicted that price 
readjustments were likely to occur at 
any time, but the point has been re- 
peatedly stressed that reductions of 
manufactured hardware products would 
be both gradual and orderly, and that 
no great material declines could reason- 
ably be expected until an improvement 
was effected in the basic raw material 
market and in the labor situation. 
There have been a few instances re- 
cently where price reductions have been 
made by the so-called “independent” 
elements in the market. These reduc- 
tions have been made, generally speak- 
ing, for the purpose of bringing the 
“independent” prices in better align- 
ment with the average market quota- 
tions. All declines of this nature that 
have so far been made have been com- 
paratively slight, and as a result have 
had relatively little influence on general 
market conditions. All prevailing in- 
dications are that the demand for 
hardware will be heavy for some time 
to come. 

In this connection it is interesting 
and pertinent to quote from a letter 
sent out recently by A. H. Decatur, 
president of the National Hardware 
Association of the United States. Mr. 
Decatur’s letter reads in part as 
follows: 

“At the Atlantic City Convention it 
was the consensus of opinion of manu- 
facturers and jobbers that while prices 
in the hardware line would not decline 
very much until production was in- 
creased, yet, it was generally conceded 





NEW YORK 


that the present high prices could ndt 
remain indefinitely with other com- 
modities declining as they have been 
for the past few months. 

“It is, therefore, an opportune time to 
clean house, to work off the high spots 
in merchandise, and to try to reduce 
slow, overdue accounts. Losses for the 
past two years have been unusually 
small, but the retail dealer who has 
not improved his financial condition 
during the period of advancing prices 
and unusual demand for merchandise 
will not be a good credit risk should 
conditions change. 

“Indications are that the demand for 
merchandise in the hardware line will 
be heavy for some time to come. Let 
us, therefore, have a hopeful attitude 
toward the future, and cross the bridge 
when we come to it. 

“T trust that you will take up through 
the secretary’s office, or direct with me 
as your President, any matter whereby 
we can be of service to you during the 
coming year.” 

Among the price readjustments an- 
nounced during the past week were: 

Shoulder cup hooks were reduced by 
some firms 15 per cent. 

Rowland, Maxwell & Co., Philadel- 
phia, has reduced prices on shovels $2 
per doz. 

The Continental Co., Detroit, has 
guaranteed prices quoted Sept. 16, 1920, 
on screen goods against their own de- 
cline up to July 1, 1921, which 
guarantee, it should be noted, in no way 
restricts them in the matter of neces- 
sary advances to cover increased costs 
during this period. 

Ash Sifters.—The demand for sifters 
during the past week was quite active. 
Prices continue firm. 

Galvanized ash sifters f.o.b. New York, 
12 x 12 in., $2.71 per doz. totary ash sift- 
ers, loose, $39 per doz.; crated lots, $42-$46 
per doz. 

Bolts and Nuts.—Locally, there has 
heen no change in the bolt and nut 
situation. Stocks are light all through 
this section with few exceptions and 
prices are holding very firm. 

Common carriage bolts, all sizes, are be- 
ing quoted list plus 15 per cent, although 
some jobbers are quoting flat list. Machine 
bolts, all sizes, list plus 5 per cent. Stove 
bolts, 50, 10 and 6 per cent to 60 and 5 per 
cent. Common tire bolts, 40 per cent. Sink 
bolts, 50, 10 and 5 per cent to 65 per cent. 

Hexagon machine screw nuts, iron, 10 


cent; brass, 4/32 to 8/32 in., 50 per 
10/32 to 12/32 in., 331/38 and 5 per 
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per 
cent; 


2° 2 
55) 3 


cent; 14/32 in., 
25 per cent. Lock washers, 

Semi-finished hexagon nuts, 9/16 and 
smaller, 40 per cent; % and larger, 40 per 
cent. Lag screws, less 10 5 per cent. 


per cent. Stove rod, 
40 per cent. 






and 5 

Toggle bolts, steel, bright finish, discount 
of 50 per cent. e 

Furnace Scoops.—Scoops are not any 
too plentiful in the local market. The 
demand is rather active and prices are 
being held solidly since the advance 
quoted last week. 
hollow back, black steel 
long handle, $10.53 per doz. 
Same, riveted back, black steel blade, D 
and long handle, $14.21 per doz. 

Galvanized Ware.—Incoming _ship- 
ments are said to be slowly improving, 


Furnace scoops, 
blade, D and 





but jobbers complain that stocks of 
sheet they have in store are very 
light. Tubs and pails are in fairly 
good demand at firm prices. 

Galvanized sheet is being quoted: No. 
28 gage, $10.00 to $11.50 base per 100 lb. 
Galvanized pails, 8-qt., $5; 10-qt., $5.75; 

qt., $6.65; 16-qt., $8.90; heavy, 12-qt., 
$8.70; heavy, 16-qt., $12. Wash tubs, No. 1, 
$16.80; No. 2, $18.60; No. 3, $22.50; all per 
doz. 


Game Traps.—During the past week 
business in traps seemed to take on 
new life in some quarters, although it 
was reported in other places that the 
trap business is, on the whole, very 
poor because of difficulty in getting 
shipments. Prevailing prices are: 


Jump traps (Blake & Lamb), with chains, 
No. 0, $2 per doz.: No. 1, $2.95 per doz.; 

. 1%, $4.50 per doz.; No. 2, $7 per doz.; 
No. 3, $9.47 per doz.; No. 4, $11.07 per doz 
Triumph traps, with chains, No. 10, $1.85 
ver doz.; No. 11, $2.15 per doz.; No. 11%, 
3.30 per doz.; No. 12, $4.60 per doz.; No. 
3. $7.84 per doz.; No. 14, $9.40 per doz 

Victor traps, No. 0, $1.71 per doz.; with- 
out chains, $1.34. No. 1, $2.01 per doz.; 
without chains, $1.52; No. 1%, $3.05 per 
doz.; without chains, $2.44. No. 3, with 
chains, $7.15 per doz. No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz. 

Oneida jump traps, No. 0, with chains, 
$2.37 per doz.; without chains, $1.75. No 
1, $2.75 per doz.; without chains, $2.12. 
1%, $4.12 per doz.; without chains, 
No. 12, with chains, $7.12 No. 91%, 
chains, $5.25 per doz. 

Hay forks, 2 tines, 5%-ft. 
ferrule, $14.11 per doz.; 3 tines, 

$14.75. 


ferrule, 5%-ft. handle, 

Hammers.—Reports from manufac- 
turers would seem to indicate that they 
have hopes of being able to catch up 
on their production schedules before 
long, although some of the local jobbers 
say that many of the large factories are 
still four to six months behind on ship- 
ments. Prices are firm. 


J 
$ 
] 


$3.25 
with 


handle, plain 
strapped 


Nail hammers, drop forged steel, polished 


hickory handles, 1 Ib. 4 oz., $20 per doz.; 
ladies’ hammer, cast tron, full polished, 
ll-in. varnished handle, $1.15 per doz.; 
same, nickel plated, $1.65 per doz.; up- 


holsterer’s hammer, cast iron, nickel plated, 
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12-in. varnished handle, $1.60 per doz.; tack 
hammers, with claw, cast iron, polished 
head, $1.50 per doz.; magnetic tack ham- 
mer, polished steel horse shoe pattern mag- 
netized, $5.25 per doz.; ‘‘Robertson’’ horse 
shoe magnetic hammers, polished tool steel 
12-in. handle, per doz. 

Pein Machinists’ hammers, drop 
forged steel, face sides and pein polished, 
hickory handles—4 oz., 6 oz., 8 oz. and 12 
oz., $13.20 per doz.; 16 oz., $13.75 per doz.; 
20 02, $14.85 per doz. 

Riveting hammers, 
hickory handles, 4 0z., 
oz., $10.90 per doz.; 9 0z., 
12 oz., $11.90 per doz.; 15 oz., 
doz.; 1 lb. 2 oz., $13.40 per doz.; 
$14.40 per doz. 

Tinners’ setting hammers, square, forged 
steel, hickory handles, 8 oz, $11.40 per doz. 


Ice Skates.—These articles are in 
very good demand, and it is believed 
that there will be more and more diffi- 
culty in securing them as the season 
progresses. Christmas buying is al- 
ready well under way, many jobbers 
report. 

Ice skates, runners of cast steel, polished, 
$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’ same, $1.83 
per pair. Hardened steel blades, nickel 
plated, $1.88 per pair; girls’, same, $2.48. 
Tempered steel blades, extra polished, full 
nickel plated, all sizes, $2.75 per pair. 

Lanterns.—Lanterns still continue in 
excellent demand and also continue to 
be hard to get in many sizes. Prices 
are unchanged. 

Hy-Lo tin lanterns, $9 per doz.; Victor 


drop forged steel, 
$10.40 per doz.; 7 
$11.46 per doz. 4 
$12.40 per 
1 Ib. 4 0z., 


tin lanterns, $9.25 per doz. ; Monarch tin 
lanterns, $16.25 per doz. Junior brass lan- 
terns, $18 per doz.: Blizzard tin lante rns, 
» per doz.; Buckeye dash lanterns, 
'°5 per doz.; Roadster wagon lanterns, 
$18.25 per doz.; Eureka driving lanterns, 
plain lens, $19 per doz.; watchman’s mill 
lanterns, enamel finish, $25 per doz.; Im- 


perial platform lanterns, $9.75 each. 

Linseed Oil.—Quotations in the lin- 
seed oil market are for the most part 
purely nominal. This market is char- 
acterized by a great deal of depression. 
Buyers are said to be reluctani tv make 
commitments even at the inside prices. 
Authorities are somewhat of the opinion 
that there will be little buying until 
prices recede to normal levels, which 
is believed to be between 60 and 80 
cents for raw oil in carlots. 

The best quotations that can be given 
in view of the present peculiar con- 
ditions in the market are: Linseed oil, 
raw, in carlots, 95 to 99 cents per gal. 
In lots of 5 bbl. or more, $1 to $1.03, 
and in lots of less than 5 bbl., $1.03 to 
$1.06. Oil in half barrels is 5 cents 
extra, boiled oil is 2 cents extra, and 
double boiled oil is 3 cents extra. 

Nails. 
has occurred in the local nail market. 
Stocks in store are still inadequate for 
a normal demand, and the prospects for 
any material improvement in the near 
future are relatively slight. 





Office of HARDWARE AGE, 
Chicago, November 3, 1920. 

TI HE resistance of the hardware mar- 

ket to price declines is easily ex- 
plained but much misunderstood by the 
outsider. With food, furniture, shoes, 
clothing and other lines registering 
heavy declines, the consumer is puzzled 
because hardware does not take corre- 
sponding drops. The informed know 


that it is because hardware prices were 
never so high proportionately as other 
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Current prices prevailing in this section 
vary considerably. For wire nails the 
prices range from $6.75 to $8 base per keg. 
For cut nails (which are almost off the 
local market entirely), prices range from 
$8.25 to $9.75 base per keg. It should be 
further noted that only small lots are ob- 
tainable anywhere in luis section. 

Wire brads and nails in 1-lb. packages 
are quoted by local jobbers 60 and 10 per 
cent. Quarter lb. papers take a discount 
of 60 and 10 per cent. Galvanized nails, 
25-lb. boxes, 4D, $10; 6D, $9.90; 8D, $9.80; 
10D, $9.75; 20D, $9.70. Galvanized roofing 
nails, 1 x 12, $11; plain roofing nails, 1 x 12, 
$9.20. 

Naval Stores——The naval _ stores 
market has assumed an easier tone. 
Buyers are apparently unwilling to take 
on large quantities at present prices in 
view of the easier tendency that is 
gradually making itself felt. Paint 
manufacturers are reported to be more 
active than for some time past, but the 
general movement of stocks into the 
consuming channels is still light. 


Turpentine is being held at $1.29 per 
gal., yard basis. Rosin, on a basis of 
280 Ib. per bbl., yard basis, is quoted 
B to N grades $12.95 and WW at 
$13.25. 

Rope.—The rope market is compara- 
tively quiet. Price recessions are to 
be expected some time in the near future 
on Manila rope. These recessions will 
probably range between 3 to 5 cents 
per lb. Prevailing prices are: 


Jute rope, No. 1, 21%c. to 22%c.; No. 2, 
20%%ec. to 21'%c.; jute twine wrappings, best 
grade, 32c. to 37c.; India hemp twine, 6-in., 
26e. to 28ce. Manila rope, best grade, 28c. 
to 28%c.; hardware grade, 25c. to 26%4c 
bolt rope, 33c. to 33%c.; sisal rope, pure, 
%-in., 19¢c. to 22%c.; lath yarn, first grade, 
20c. to 21c. 


Screws.—The demand for screws con- 
tinues fairly strong. The supply in the 
local market is not particularly good, 
jobbers say, because of the difficulty in 
getting many sizes. Prices are steady. 


Assorted wood screws, bright, 12c. per 
lb.; dowel screws, 1% in., bright iron, 38c. 
per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 67% per 
cent—15 per cent; same, galvanized, 52% 
per cent—15 per cent; round head iron 
screws, blued, 65 per cent—15 per cent; 
same, nickeled, 55 per cent—15 per cent; 
round head brass screws, 57% per cent— 
15 per cent; flat head brass screws, 60 per 
cent—15 per cent; round head nickeled brass 
screws, 52% per cent—15 per cent; machine 
screws, iron, 50 per cent—10 per cent; 
same, brass, 50 per cent; thumb screws, 
list plus 30 per cent; iron set screws, 40 per 
cent. 

Stove Pipe—Stove pipe is in good 
demand at steady prices. The local 
stock in jobbing circles is in fairly 
good condition. 


Stove pipe, 4-in., 
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commodities and consequently they can- 
not fall so far. 

Checking up with 1914 prices in this 
territory it is seen that nails—the most 
sought after article in the trade—are 
only approximately 30 per cent above 
the four years ago price. Mica has ad- 
vanced only 12 per cent. Hand saws 
are up about 331/3 per cent. Screws, 
which have soared higher than most 
any other items, are less than double in 
price. Dozens of illustrations might 


$3.75 per doz. lengths; 
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5-in., $4.25 per doz. lengths; 6-in., $5 per 
doz. lengths. 
Elbows, 4-in., $2.75 per doz. 
3.15. 


in., $2.95; 5-in., 

Shovels.—Good demand, steady prices 
and rather light stocks are the outstand- 
ing conditions in this line. 


Maynard pattern No. 2 size, solid socket 
shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 


lengths; 4%- 


per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz. Same, with square point, $15.71 
per doz. 3akers’ shovel, black steel blade, 


riveted back, 6-ft. handle, $20.50 per doz. 
Same, with 8-ft. handle, $23.50 per doz. 


Snow Shovels.—Stocks in New York 
are light, prices steady and the interest 
among local dealers quite active. 


Prevailing prices f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%- 
in. blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11%- in. blade, long, square 
handle, $11.25 per doz. Galvanized, 21% x 
16-in. blade, reinforced back, straight 
handle, $17 per doz. 

Snow pushers, 24 x 13 x 1%-in., $36 per 
doz.; snow pushers, 30 x 13% x 1%- in., $40 
per doz. 


Wire Goods.—Wire of all kinds con- 
tinues in active demand and local job- 
bing stocks are inadequate to meet it. 
Prices are for the most part firm, and 
in the opinion of authorities are likely 
to remain so for some time. 


Barbed wire is being quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8. * per 100 lb. Twist 
wire, 12 gage, is $7 per 100 lb. 

Annealed wire, plain, in stones, No. 16 
gage, is $9 per 100 lb.; No. 17 gage, $9.40 
per 100 lb.; No. 18 gage, $9.75 per 100 Ib.; 
No. 19 gage, $10.25; No. 20 gage, $10.75: 
No. 24 gage, $12.50. Galvanized wire 
stones, No. 16 gage, $11.85 per 100 Jb.; 
17 gage, $12.50; No. 18 gage, $13.25; No. 
gage, $14.25; No. 20 gage, $15.25; No. 24 
gage, $16 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 
from New York stock, $3.30 per 100 sq ft.; 
13 mesh, extra heavy, $5 per 100 sq. ft. 
Bright galvanized wire and copper edge 


(Pearl Wire), 12 mesh, $4.50 per 100 sq. ft.; 
12 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $11 per 100 sq. ft. Poultry 


netting, f.o.b. factory is 45 per cent off; 
f.o.b. New York is 35 per cent off 


Window Glass.—At a recent meeting 
of New York glass jobbers sentiment 
was more or less pronounced in the 
belief that the window glass industry 
is now passing through its most critical 
period. The belief was expressed that 
because of the light stock in the hands 
of distributers, in all parts of the coun- 
try, and the many uncertainties that 
are confronting the manufacturers, 
especially in the matter of shortages of 
fuel, the supply of glass will not meet 
the demand this winter. This condition 
will be felt even more keenly, it is be- 
lieved, when building operations are 
again started early in the spring. Pro- 
duction is reported to be so far behind 
that it will require an indefinite period 
before anything like a normal supply 
will again be on the market. 






be given, but it is necessary only to 
make the point that neither retailer or 
consumer may look for startling slumps 
in hardware because it is a line where 
there has been little speculating or prof- 
iteering. 

Another general factor which should 
hold up business in the future just as 
it has been doing in the past is the fact 
that hardware is a necessity. No one 
buys a new hammer because he wants 

“pretty,” bright hammer about the 
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house. No one buys three pails be- 
cause that is more than a rival may 
have, instead he buys a new one when 
the old one has rusted out. Normal 
demand and supply have influenced 
hardware development very materially. 
To-day the demand is normally healthy, 
but the supply of goods is still below 
the demand in many instances, a basic 
economic reason for price stability. 

There is some small evidence of a 
softening in prices in the metal market. 
Independents seem to have set sail to- 
ward meeting the prices of the steel 
corporation, but that interest, it is re- 
ported, contemplates no immediate 
changes in price. With only slight con- 
cessions for competitive purposes and 
with labor charges remaining high, it 
is impossible now to foresee any great 
basic price declines. 

Business is holding up well—some 
jobbers say “surprisingly well.” Sea- 
sonable goods are moving much better 
than they did even two weeks ago. 
Cutlery, ice skates, stoves, stove pipe 
and other lines bid fair to make new 
sales total records. There seems to be 
a healthy spirit of conservative opti- 
mism among retailers and jobbers and 
the buying public is still buying hard- 
ware and buying it on a basis in which 
he will continue to buy it—a basis of 
need. 

Automobile Accessories.—Increased 
blanket and chain business is noted. In 
fact the whole line is more active than 
it was during warm October. Prices 
are generally stabilized, any change be- 
ing of a most minor character. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Bethlehem spark plugs, special Ford 
type, lots of 10 to 99, 46c. each; lots of 100 
to 499, 43c. each; lots of 500 to 999, 4c. 
each; lots of 1,000 to 1,499, 39c. each; lots 
of 1500, 35c. each; standard porcelain type 
in similar quantities, 56c., 54c., 52¢c., 27%c.; 
Mica type in similar quantities, 78c., 74c., 
72c., 69c., 65c. 

Twin cylinder foot pumps, $1.25 each; 
Simplex jack, No. 36, $2.10 each: Stewart 
hand horn, $3.50 each; Howe spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more than 
one dozen pair; Rid-O-Skid chains, $2 to 
$2.65 per pair; inner tubes, red, 30 x 3%, 
$2.50 each; gray tubes, 30 x 3%, $2.25 each: 
Lyon bumpers, $10.25 each; Bethlehem 
spark plugs, porcelain type, 36c. to 58c.; 
Hercules Giant, 55c. to 60c. each; Hercules 
Junior, 27c. to 35¢e.; Hel-Fi standard plugs, 
42c. to 52c. each; He'-Fi tractor special, 
83e. to 97e. each; A. C. Titan plugs, 58c. 
each; A. C. Cico plugs, 48c. each; Champion 
X plugs. 62c. each: Champion O plugs, 62c. 
each; Champion Heavy duty, each; 
Splitdorf plugs, 70c to 78c. each; United 
Plugs, junior, 40c. each. 


Axes.—Strong seasonable demand is 
keeping prices stiff on axes and making 
it impossible to get deliveries for large 
orders. 


We quote from jobbers’ stocks f.o.b. Chi- 
cago. Single bitted first quality black 
axes, 3 Ibs. to 4 Ibs., $17.50 base; double 
bitted black ayes. first quality and un- 
handled, $23.50. base. 


Alarm Clocks.—Increasing demand 
with the continued shortage of cases is 
giving the alarm clock market a tone 
that is even more fixed than before and 
alarm clocks have long been one of the 
most wanted articles in the field. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Big Ben and Baby Ben, $28.78 per 
doz.; America, $13.96 per doz.; Lookout, 
$17.02 per doz.; Sleepmeter, $18.48 per doz.; 
Jack O’Lantern, $29.26 per doz.: Ironclad, 
$22.41 per doz.; Boy Proof and Pocket Ben 


73c., 
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watches, doz.: Big Ben, $24.60 


per doz. 

Ash Sifters.—A shortage of sheets 
and the coming of a high tide in de- 
mand has strengthened the market in 
ash sifters. There is no price advance, 
but certainly any nearby change would 
be in that direction, if at all. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel sift- 
ers, $4.50 per doz.; galvanized rotary barrel 
sifters, $39.00 per doz. 

Chains.—Stocks are a little larger in 
chains, some important deliveries being 
made. Demand is fair with prospects 
of becoming heavier as the logging sea- 
son opens. 

Cutlery.—The leading Chicago job- 
ber reported an especially brisk busi- 
ness in cutlery during the past two 
weeks. ‘We looked for lively holiday 
demand,” said the head of the depart- 
ment, “but it is coming faster than we 
thought.” Fine cutlery is very much 
sought after. Carving sets are moving 
with big volume. Silverware orders 
are increasing in size. No phase of the 
hardware trade is in a healthier condi- 
tion—so far as demand is concerned— 
than cutlery. 
“give us more goods on deliveries.” 

Eaves Trough and Conductor Pipe.-— 
Between season dullness governs the 
situation. Sales are very few and 
prices are fixed. The trade is waiting 
for new prices before placing future 
orders. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29-gage lap joint eaves trough, 5-in., 
$9.50 per 100 ft.; 29-gage corrugated 
ductor pipe, 3-in., $9.50 per 100 ft.; 2 
gage, 3-in. corrugated conductor elbows, 
$2.16 per doz. 


Flint and Garnet Paper.—Orders are 
being filled complete. Stocks are ade- 
quate and prices seem to have reached 
a rock basis where they have taken firm 
hold. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flint paper 30 per cent off; garnet 
paper net, list, and emery cloth list plus 
5 per cent. 

Files—There is lively trading in 
files with stocks in good condition and 
every prospect for a continuance of 
prices which have long been in force. 


We quote from jobbers’ stocks, f.o.b, Chi- 
cago: Nicholson files, 40-10-5 per cent dis- 
count; New American, 50-10 per cent dis- 
count; Disston, 50 per cent discount; Black 
Diamond, 40-10 per cent discount. 


Furnace Scoops.—The trade is ex- 
periencing strong business in scoops, 
the universal starting of furnace fires 
proving a real impetus to the business. 
This heavy demand should continue for 
weeks. Prices are strong, with some 
numbers advanced. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard hollow back furnace scoops, 
select grade, $13.50 per doz.; riveted fur- 
nace scoops, $11 per doz. 

Galvanized Ware.—Special discounts 
of 5 per cent are offered by some con- 
cerns over the ruling price on certain 
items in galvanized ware. This is 
‘aused by large stocks in some lines 
or a feeling of nervousness over the dis- 
position of the retailer to buy very cau- 
tiously in galvanized ware. General, 
basic conditions, however remain un- 
changed. Tubs and cans are below 
needed supply. Manufacturers say they 


$15.34 per 
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are handicapped for a lack of sheets. 

Glass.—Little activity is noted in 
glass and with a lessened demand job- 
bers are accumulating some _ reserve 
stock. Putty is strong in price. 

We quote from jobbers’ stocks, f.o.b 
cago: Single strength A, all sizes, 77 
cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; putty, S. P 
in 100 lb. kits, $4.90; commercial putty, 
$4.25. 

Handles Wood.—Some improvement 
in supply is reported, but it is not of 
sufficient moment to fill the gap long 
existing between supply and demand. 
Prices are strong. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 to 
$4.25 per doz.: No. 2, $3 to $3.25 per doz. 
Second growth hickory axe handles, $6 to 
$6.50 per doz.; extra quality hickory axe 
handles, $5 to $5.25 per doz.;: No. 1 hatchet 
and hammer handles, 85c. to $1 per doz.; 
second growth hickory hatchet and hammer 
handles, $1.60 to $2 per doz. 

Horse Clipping Machines.—The nor- 
mal business is noted in this item. 
Prices are steady, with no probable 
change with present labor costs. 

Hose.—Only small orders are coming 
in. Prices are unchanged. 

Hods Coal.—Strong seasonable de- 
mand coupled with a scarcity of basic 
material lends a firm aspect to this 
market. Unless the situation is ma- 
terially bettered there will soon be a 
real shortage. 


We quote from jobbers’ stocks. f.o.b. Chi- 
cago: Japanned open hods, 17 in., $5.50 
per doz.; 18 in., $6.15 per doz.; japanned 
funnel hods, 17 in., $7 per doz.; galvanized 
open hods, 17 in., $8.50 per doz.; 18 in., 
$9.25 per doz.; galvanized funnel hods, 17 
in., $10.50 per doz.; 18 in., $11.35 per doz. 


Ice Skates.—Most of the activity in 
this line centers around filling future 
orders, which were heavy. The weather 
alone will determine how much busi- 
ness will be done in the coming weeks- 
Stocks, however, are much below nor- 
mal supply. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Men’s skates, best steel runners, 
bright finish, clamp, $1.04; men’s key clamp 
hockey skates, polished, cast steel toe plates 
and clamps, $1.40; ladies’ hockey skates, 
best steel runners, $1.83; No. 1 children’s 
bob skates, 56c. 

Lanterns.—Manufacturers explain 
that the lack of deliveries of lanterns 
is due to a shortage of tin, which ex- 
isted during the height of the manufac- 
turing season. Cars which should have 
been shipped Oct. 1 Were delayed until 
Nov. 1. Jobbers in this district expect 
to have much better stocks by Nov. 12. 

Nuts and Bolts.—There seems to be 
no material relief from the serious 
shortage of this material. Orders are 
heavy and numerous and stocks are ex- 
hausted in smaller sizes of stove and 
carriage bolts especially. 

We quote from jobbers’ stocks, f.o.b. 
cago; Machine bolts up to % x 4 in., 
per cent off; larger sizes, 10 per cent 
carriage bolts up to % x 6 in., 15 per cent 
off; larger sizes, 5 per cent off; coach or lag 
screws; gimlet points, square head, 30 per 
cent off; hot pressed nuts, square or hexa- 
gon caps, 50c. off per 100 Ib.; stove bolts, 
50 per cent off. 

Nails.—A cessation of the building 
demands for nails has not cured the 
scarcity by any means. Common nails 
are still very scarce. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4.45 per keg 
base. 
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Rope.—Demand for rope is not as 
general as it was. Stocks are in good 
shape and prices seem to be on a fixed 
plane. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 Manila rope, standard brands 
in full coils, 28%c. per Ilb.; No. 2, 27%c. 
per |lb.; No. 1 Sisal rope full coils, 19%c. 
per lb.; No. 2, 17%c. per lb., and No. 3, 
15\%c., per Ib. 

Paints and Oils.—The steady week 
after week decline in linseed oil has 
been temporarily checked, at least, 
prices being the same as last week. 
Turpentine declines have been stopped, 
also, in fact the price is up and very 
strong, an advance of from $1.32 to 
$1.54 being noted. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Raw linseed oil, $1.20 per gal.; boiled 
linseed oil, $1.22 per gal.; turpentine, $1.54 
per gal.; denatured alcohol in barrels, $1.25 
per gal.; strictly pure white lead in 100 
lb. kegs, 15%c. 

Roofing Paper.—This material is pas- 
sive and is apt to remain so during the 
dull season. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Certainteed roofing, 1-ply, $2.13 
per sq.; 2-ply, $2.64 per sq.; 3-ply, $3.15 per 
sq.; Major roofing, 1-ply, $1.83 per sq.; 
2-ply, $2.24 per sq.; 3-ply, $2.65 per sq.: 
Guard roofing, 1-ply, $1.38 per sq.; 2-ply, 
$1.74 per sq.; 3-ply, $2.10 per sq.; tarred 
felt, $5.08 per 100 Ilb.; red rosin paper, 
$111.45 DHér ton. 


Office of HARDWARE AGE, 
3oston, Nov. 6, 1920. 

OSTON hardware interests abso- 

lutely refused to get excited about 
the national election. That event was 
very nearly overshadowed by the indi- 
vidual concern about one’s bank account 
through the medium of hardware 
values. The one burning topic of con- 
versation in retail and wholesale hard- 
ware circles is price. Everybody is 
trying to find out what the other fel- 
low thinks the hardware market is go- 
ing to do and when it is going to do it. 
At the moment the general belief is 
that values are eventually coming 
down. Since last reports there have 
been quite a number of reductions in 
prices made by manufacturers, but 
most of them are unimportant because 
they do not concern staple merchandise. 
At the same time there have been a 
number of price advances. In jobbing 
circles this mixture of price movements 
has made for greater conservatism 
rather than for greater confusion in 
sentiment. In retail hardware circles 
conservatism continues evident, but the 
aggregate purchases since last reports 
are highly significant inasmuch as they 
demonstrate beyond question that the 
hardware consumptive demand is still 
excellent. 

Notwithstanding the common belief 
that hardware values are in for an 
eventual gradual decline, it can truth- 
fully be said that the New England 
market is in an excellent position to 
weather any readjustment that may 
take place. The jobber and the retail 
dealer, generally speaking, are carry- 
ing comparatively small stocks and 
most of them have accumulated a large 
enough cash surplus to carry over any 
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Steel Sheets.—A slight tendency to- 
wards easier prices is noted. It is said 
the mills have accepted desirable busi- 
ness at small discounts under the mar- 
ket. Premium exactations are dis- 
appearing but it must be weeks before 
stocks will be anything like normal. 


Solder.—The whole field of lead pro- 
ducts is easy and price changes are apt 
to be of a small downward character, 
no actual reduction is noted this week 
but the trend is in that direction. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder in case lots, 
27c. per lb.; less than case lots, 30c. per Ib. 

Stove Boards.—Re-orders are appear- 
ing in this field making a very strong 
demand in the face of a real shortage. 
Prices are strong. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Wood lined crystal stove boards, 
24 x 24, $13.60 per doz.; 26 x 26, $16.05 per 
doz.; 28 x 28, $18.85 per doz.; 30 x 30, 
$21.30 per doz.; 33 x 33, $25.50 per doz.; 
36 x 36, $30.50 per doz. 

Stove Pipe.—The shortage is just as 
acute as ever. Jobbers are unable to 
fill back orders and are obliged to turn 


down new business almost entirely. 


Screws.—High prices continue on 
screws and smaller sizes are much 
sought after. There is no promise of 
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rough spells. It is fairly safe to assume 
that inventories on Jan. 1 next will be 
small, generally, and that hardware 
dealers’ tax bills next year will be 
smaller. It is because of sound funda- 
mental market conditions that nobody 
is particularly worried about the future 
although acutely interested in the prob- 
able course of prices. Almost without 
exception people we have talked with 
of late are of the opinion that the de- 
cline in hardware prices, when it does 
come, will be slow and orderly and 
necessarily healthy, due to the fact that 
stocks on the shelves of retail and 
wholesale concerns are small, and to 
the fact that the consumptive demand 
so long starved during the war years 
has by no means been satisfied. 


Ammunition.—A new list of prices 
on dropped shot issued by one of the 
leading manufacturers shows a slight 
advance in prices, but the local jobbing 
trade has not as yet changed its quo- 
tations on same. The demand for shot 
is normal, and the wholesale trade is 
in a position to fill orders fairly 
promptly. 


We quote from py stocks: Drop shot, 


smaller than B, $2.70 per bag. B and larger, 
$2.95 per bag. Air rifle shot, in tubes, $4.85 
per case. 

Automobile Accessories.—The manu- 
facturers of tires have advised distrib- 
utors and dealers of a decline amount- 
ing to 7% to 12% per cent, depending 
upon the type or tire. They are also 
advising the trade that they are willing 
to accept orders for shipment after 
Jan. 1, with datings extending into 
March, which would suggest that in 
their opinion the market on tires has 
reached its low point. Local jobbers 
report a good demand for anti-freeze 
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any better supply for several weeks, at 
least. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat head bright screws, 6744-20 off; 
round head blued, 65-20 off; flat head jap- 
anned, 60-20 off; round head brass, 55-20 
off, and flat head brass, 57-20 off. 

Toys.—Extremely brisk selling is 
noted in the toy field. Hardware in- 
terests are planning for a-bumper sea- 
son and feel sure to equal past fine rec- 
ords in disposing of toys for Christ- 
mas. Kiddie Kars have taken a de- 
cline of about 10 per cent and are now 
quoted at from $14.20 to $32.40 per 
doz. Generally speaking toy prices are 
firm and there is going to be a real 
shortage when the late shopper gets 
into the market. 

Washing Machines.—Manufacturers 
and jobbers are experiencing satisfac- 
tory holiday demands and are looking 
forward to good business. Prices are 
firm and the several concerns that have 
made recent reasonable advances report 
no falling off in business. 

Wire Cloth.—Little future business 
is being booked at the $2.50 price but 
it seems the opinion of jobbers that the 
price is not going to alter much from 
that figure and they are advocating 
covering requirements now. 


compounds for automobile radiators, 
but the general demand for accessories 
has not improved. 


Batteries and Bulbs.—The retail call 
for batteries and bulbs holds up re- 
markably strong, the weekly sales, as 
reported by the jobbing trade, running 
well above those of last year at this 
time. The wholesale dealers here are 
well supplied with batteries, and also 
have a reasonable stock of cases on 
hand. 

Batteries.—Leading makes standard tu- 
bular three-cell batteries, 50c. list; stand- 
ard two-cell, 35c. list; baby batteries 30c. 
Discounts: Less than unit packages, % per 
cent off list; unit packages, 40 per cent off 
list; 10 or more unit packages, 40 and 10 
per cent off list. 

Bulbs.—In less than unit lots, list; in 
unit lots, 25 per cent off list; 10 unit lots 
or more, 40 per cent off list. Retailers sell- 
ing $500 worth of bulbs per annum can se- 
cure contracts at slightly more favorable 
discounts. 


Bits.—Some of the makers of high 
speed tool bits have reduced prices and 
the price from the store likewise has 
been dropped from $2.50 to $2.25 per lb. 

Bolts and Nuts.—The supply situa- 
tion appears to be considerably easier, 
but it should not be construed that there 
are excess stocks in Boston. It is a fact, 
however, that the jobbing trade are 
making prompter and more complete 
deliveries on orders that are being 
taken from day to day, and in this re- 
spect there appears to be a slight but 
gradual improvement. As to prices, 
they are unchanged, but general senti- 
ment here seems to be that there is a 
possibility of a revision in manufactur- 
ers’ lists on or before Jan. 1, although 
nobody appears to have anything 
definite upon which to base such an 
opinion. 

We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, all sizes, list plus 
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15 r cent; bolt ends with H. P. nuts, list 
net; machine bolts with C. & T. nuts, all 
sizes, list plus 25 per cent; tap bolts, list 
plus 30 per cent; common carriage bolts, all 
sizes, list plus 26 per cent; stove bolts, 
larger lots, 50 per cent; smaller lots, 40 per 
cent; nuts, H. P. square blank and square 
tapped, hexagon blank and tapped, list plus 
5c.; C. P. C. & T. square blank and tapped: 
tapped and hexagon blank and tapped, list 
plus 6c.; extras of lic. to 5c. per lb. are 
charged for less than keg lots. Semi-finished 
hexagon nuts, 9/16-in. and smaller, 20 per 
cent; %-in. and larger, 20 per cent; ‘finished 
case hardened nuts, 20 per cent. 


Bottles.—There appears to be a 
slackening of demand for vacuum bot- 
tles, but most of the jobbers have many 
back orders unfilled, and also orders for 
goods to be delivered within the next 
month or so. German representatives 
have been in this market of late offer- 
ing vacuum bottles at prices very 
nearly $1 under domestic product quo- 
tations, but jobbers are not showing 
much interest in them. 


We quote from jobbers’ stocks: Thermos 
bottle, brown steel case, pints, $3.25 list; 
quarts, $5.25. Corrugated nickel, pints, $4.50; 
quarts, $6.75; smooth nickel, pint, $5.00; 
quarts, $7.25. Discount 25 and 10 per cent. 
Ferrostat pints, black finish, ta 50; leather 
finish, $8; quarts, black finish, 2-quarts, 
$15; quarts, leather finish, $11; 2-quarts, 
$16. Discount 30 per cent. 

Hot Water Bottles.—Palco, No. 2, $3 each 
list; No. 3, $4.50; discount, 33 1/3 per cent; 
., $1.25 each net; Genu- 
, $2.10; No. 250, $2.45; No. 300, 


Cello, Bostonia, 3 pt 
ine, No. 200 
3.50. 


Coaster Wagons.—The retail demand 
for coaster wagons has dropped off 
somewhat during the past fortnight or 
so, but local stocks are far from exces- 
sive and prices apparently are just as 
firm as ever. Some of the retail hard- 
ware dealers report sales as unusually 
good for this time of the year and they 
anticipate a good clean-up on stocks. 


We quote from iobbers’ stocks: 33 1/3 per 
cent discount; from manufacturers’ stocks, 
in full crates, 40 per cent discount. 


Cooking Ware (Glass).—The out- 
standing feature of the market for this 
class of merchandise is the inability of 
the jobbing trade to secure sufficient 
stock to fill orders. Apparently every 
retail hardware dealer in New England 
is increasing sales on glass cooking 
ware, and many of them are trying to 
lay in unusually large stocks before the 
holiday trade sets in. According to the 
jobbers here the manufacturers are 
simply buried with business, and under 
the circumstances are taking care of 
trade as well as could be expected. 
Prices are reported as strong with no 
indication of a change for several 
months at least. 


We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 14%4-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-at., $1 each; 1%-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 
each. Cake dishes, 90c. each. Bread pans, 
$1 to $1.75 each. Custard cups, 25c. to 35c. 
each. Ramekins, 20c. each. Jobbers’ terms 
are 30 per cent off list. 


Drills and Reamers.—The price situ- 
ation on high speed drills and carbon 
reamers appears to be somewhat mixed. 

For instance, a number of manufac- 
turers of high speed drills have reduced 
prices on all sizes from % inch down, 
to list, and on all large sizes to 10 per 
cent discount, while carbon reamers 
have been marked up from 10 to 15 
per cent. The jobbers, on the other 
hand, have not changed their quota- 
tions and most of them say they prob- 
ably will not for at least a month. The 
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consumptive demand for drills and 
reamers is very much smaller than it 
was a month or two ago, and appa- 
rently is decreasing every day. For 
that reason certain hardware interests 
are of the opinion that there will be a 
concerted movement among the manu- 
facturers before long in the matter of 
prices. 

We quote from jobbers’ stocks: Carbon 
drills, sizes up to 1% In., straight shank, 
40 per cent discount; bit stock drills, 40 
per cent discount; center drills, 40 per cent 
discount; drills and countersinks combined, 
list; ratchet drills, list; wood boring brace 
drills, 40 per cent discount; high speed 
drills, price on application; all other kinds, 
40 per cent discount. 


Electrical Goods. —As has been 
pointed out before, electrical goods are 
in excellent demand, and jobbers are 
constantly obliged to keep after the 
manufacturers in order to get stock 
enough to fill orders. No change in 
prices is reported. While the combined 
sales of electrical goods are large, the 
retail dealers are using discretion in 
purchases. Irons, heaters and perco- 
lators are in especially good demand. 

We quote from jobbers’ stocks: Irons, 
Hotpoint, 30 per cent discount; Domanco, 
$4.25 each; Sheldon, _ $4. 55 each; Universal, 
No. 2021, $8 list; 901, $10; No. 9051, 
$9.50; No. 905, $8.50; discount, 25 and 10 
per cent. 

Heaters.—Hotpoint, 30 per cent discount; 
Universal, No. 9952; sunburst type, $12.50 
list; discount, 25 and 10 per cent. 

Percolators.—Coffee, Universal, No. 9166, 
$28.50 each; No. 9169, $31 each; discount, 25 
and 10 per cent; discontinued patterns, 
$18.50 each list and higher. 

Toasters.—Universal, No. 946, $8.50 list; 
No. 945, $9.75 list each; discount, 25 and 10 
per cent. 

Grills.—Universal, No. 284, $15 list each; 
No. 982, $12.50; discount 25 and 10 per cent. 

Heat Pads.—U niversal, No. 9940, $13.50 
list each; discount, 25 and 10 per cent. 

Curling Irons.—Universal, with comb, No. 
99011, $8 list each; discount, 25 and 10 per 
cent. 

Ranges.—Two burner, with grill and 
oven, No. 9688, $38.50 each; discount, 25 
and 10 per cent. 


Galvanized Ware.—Ash sifters, coal 
hods and garbage cans are selling well, 
according to the jobbing trade, and 
local stocks of same are no more than 
comfortable. Other kinds of galvanized 
ware, however, are moving slowly, and 
according to advices received here there 
is a possibility of a revision in prices 
on certain kinds of goods within the 
near future. 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, with three stays, 
17 x 26 in., $4.40 each; 18 x 26 in., $6.30 each. 

Coal Hod8.—Japanned, with wood handle, 
15-in., $4.80 per doz.; 16-in., $5.15; 17-in., 
$5.73; galvanized, with wood handles, 15- 
in., $7.30 per doz.; 16-in., $8.08; 17-in., $8.71; 
18-in., $9.50. 

Pails.—Eight-quart, $4.64 per doz.; 10-qt., 
$5.25; 12-qt., $5.76: 14-qt., $6.48; ‘heavier 
pails, 40 > bn the dozen, $8. 44; 50 lb. to the 


Souen. $10. 
Tube Galvanized, No. 200, $24.38 per 
1, $2.46 


doz.; No. 300, $27.2 

Garbage Cans. . er Be. 
per doz.; No. 2, $1.76; No. 4, $1. 

Glass.—There has been a pone re- 
duction in window glass quotations, 
notwithstanding the fact that all sizes 
of A, and all large doubles are scarce, 
and probably will be for some time, ac- 
cording to advices received from the 
manufacturers. All kinds of rough 
wired, and skylight glass also are 
scarce, and the difficulty of securing 
leaded glass is so great that some of 
the leading houses in Boston have dis- 
continued carrying same. In_ vitro- 
marble glass, quotations on all % in. 
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and % in. stock have been discontinued, 
owing to the inability of dealers to se- 
cure same, the market being confined 
to 5/16 in. and 7/16 in. stock. 

We quote from jobbers’ stocks: 
glass, single A and B, by the 
cent discount; by the light, 75 and 10 per 
cent discount; double A, 79 per cent dis- 
count; double B, 81 per cent discount. 

Vitro-marble glass: 5/16-in., 80c. per sq. 
ft.; 7/16-in., 90c. 

Skylight glass: Rough or rolled, %-in. 
thick, 18c. per sq. ft.; 3/16-in. thick, 22c. 
per sq. ft.; 4-in. thick, 28c. per sq. ft.; 
wired glass, 35c. per sq. ft. 

Gloves.—Cotton gloves are in good 
demand and prices for same are re- 
ported strong, notwithstanding the re- 
cent slump in the raw cotton market. 
Manufacturers have all the business on 
their books they possibly can handle 
this year, and in view of the fact that 
some of the jobbing trade did not cover 
their full requirements there is a pos- 
sibility that the retail hardware dealer 
may be obliged to do more or less look- 
ing about for 1920 stock. 


Heaters.—The wholesale market on 
heaters is comparatively inactive, inas- 
much as retail orders have largely been 
filled. The retail trade, however, is 
very good, the continued high price on 
anthracite coal and the more seasonable 
weather acting as a lever on consump- 
tive buying. At the moment there is 
every indication that the majority of 
the retail trade will make a good clean- 
up on this class of merchandise. 


We quote from jobbers’ stocks: Nesco 
Perfect heaters, No. 15, japanned trim- 
mings with steel reservoir, $5.18 net each; 
No. 016, nic ke led trimmings with steel res- 
ervoir, $6.37; No. 1600, _ trimmings 
with brass re servoir, $7.2 

Horseshoes.—The vail for horse- 
shoes is going along in a satisfactory 
manner, the demand being a little bet- 
ter than normal, according to most job- 
bers, stocks not excessive and prices 
remarkably steady in view of most 
things handled by the general hardware 
trade. 


Window 
box, 77 per 


We quote from jobbers’ stocks: Standard 
makes in 100-lb. kegs to dealers in Maine, 
New Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7.50 per keg base. 
sase prices are for No. 2 or larger. To 
Connecticut blacksmiths and consumers the 
base price is $7.25 per 100-lb. keg. No 
freight is allowed on store shipments. 

Fancy Shoes.—Side weights, $12.50 per 
keg; track side weights, $12.75; toe weights, 
$11.25; steel shoes, $9.75; toe creased, $8.25; 
side wear, $10.25; caulked, $9.75; extra lighé 
caulked, $10.75; iron counte rsunk, $8.7 
steel countersunk, $10.50; tips, $9.75; light 
driving, $9.75; featherweichts, $9.75; mule, 
$8.50; all assorted shoes, 50c. per keg extra. 

Welded Toe Caulks.—Dull, $2.25 per box; 
sharp, 2.50; blunt heel, $2.50; sharp heel, 


$2.75. 

Ice Creepers.—One of the leading 
New England manufacturers of ice 
creepers has advanced prices, but no 
change in local quotations is announced. 
Market conditions are normal. 


Iron and Steel.—It always has been 
said that falling prices check the de- 
mand, but the decline of 50c. per 100 
Ibs. in iron and steel announced last 
week apparently has had no effect on 
business. The mills are still backward 
in shipments of small sizes, for which 
the jobbers report an excellent demand. 
All local houses apparently are well 
supplied with large sizes, and, in fact, 
they have notified the mills to make no 
more shipments of same until more 
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small size stock has been delivered. 
Recently revised quotations follow. 


lron.—Refined, except as below, $5 100 Ib. 
base; % and 9/16-in. round and square, 
2%-in. round and square, $5.90; 7/16-in. 
round and square and smaller, $7.50; over 
6-in. wide, $7. 3est refined, $7; same ex- 
tras over base for small sizes as refined 
Wayne, $9.50. 3and iron, $8; hoop, $9; 
Norway, $20. 

Steel.—Soft steel bars, except as below, 
$5 per 100 Ib. base; %-in. to 9/16-in. round 
and square, $5.50; 5/16-in. and smaller, 
$7.50; flats, $6; concrete bars, plain, $5; 
twisted, $5.25; angles, channels and beams, 
$4.50; tire steel, $6 to $6.50; open-hearth 
spring steel, $10; crucible spring steel, $15; 
bands, $8; hoops, $9; cold rolled steel, $8 
to $10; toe caulk steel, $7.50. 


Lead.—The influence of foreign com- 
petition is still felt in the domestic 
sheet lead market, the leading produc- 
ing interests here announcing a still 
further drop in prices. The new decline 
amounts to lc. per Ib., bringing the 
base price down to 15c. per lb., and 
making the second reduction within a 
month. 


We quote from jobbers’ 
lead, 15c. per Ib. base. 


Mandrels.—One of the leading mak- 
ers of expanding mandrels has issued a 
new list which shows a general reduc- 
tion of approximately 25 per cent in 
price. 

Nails.—Generally speaking, the nail 
situation is unsettled. A large pro- 
ducer of cut nails has announced a re- 
duction of 50c. per keg on the base 
price but has issued a new list of ex- 
tras. Another manufacturer has an- 
nounced a downward revision in quota- 
tions, but is quoting the same list of 
extras. Certain galvanized nail mak- 
ers intimate there may be a change in 
price within the near future. Wire 
nails continue scarce but mill prices are 
unchanged. Stove prices, on the other 
hand, have in some instances been re- 
duced from $8.50 to $7.50 per keg base. 
Manufacturers of wire brads in some 
instances have advanced lists, but no 
change in the local wholesale selling 
price has been made. 


We quote from jobbers’ stocks: Wire 
nails, per keg, $4.75 base; coated wire nails, 
$5 per standard 100-lb. keg base; cut nails, 
$8.25 per keg base; galvanized nails, $12 per 
keg base. 


Nail Sets.—Certain makers of nail 
sets have made a slight advance in 
lists but insofar as we are able to dis- 
cover no change has been made in job- 
bing quotations here. Local stocks are 
below normal generally speaking, both 
as regards wholesale and retail dealers. 

Planes.—It is intimated that prices 
for one of the popular lines of iron 
planes will be revised downward within 
the near future. More definite infor- 
mation is expected before the close of 
another week. 

Robes.—Local jobbers say that auto- 
mobile and carriage robes are not go- 
ing very well, but feel that perhaps it 
is a little early in the season for the 
normal demand. Local stocks are 
small, however, and manufacturers 
ideas on price have not changed, con- 
sequently the local trade does not an- 
ticipate any change in their quotations 
for some time. 


We quote from jobbers’ stocks: Automo- 
bile cloth, gray and black, 56 x 64 in., $2.75 
each; 60 x 80 in., $2 each; better grades in 
a larger variety of colors, 60 x 70 in., $3.65 


stocks: Sheet 
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each; pieced plush, 54 x 72 in., $7.50 each. 
Chase robes, in colors, 54 x 72 in., Sanford, 
$10.50 each; St. Louis, $13 each; Omaha, 
na Newton, $15 each; Exeter, $16.50 

Roofing Papers.—There has been a 
slight advance in manufacturers’ prices 
on tarred felt paper, but it is hardly 
sufficient to warrant a change in local 
wholesale prices. Two months or so 
ago the wholesale trade had difficulty in 
securing stock to fill orders, but to-day 
have sufficient stock on hand to meet 
all requirements. 


Screws.—From the manufacturers’ 
standpoint the cap and set screw situa- 
tion appears to be a little easier. In 
other words, the manufacturers are 
making better shipments, and indica- 
tions are that some of them will have 
made a big impression on back orders 
by Jan. 1. In fact, the supply of all 
kinds of screws appears to be more 
free, and for that reason the consensus 
of opinion in local hardware circles 
seems to be that we may expect a re- 
duction in prices soon after the turn 
of the new year. 

We quote from jobbers’ lists: Wood 
screws, flat head bright, 67% per cent dis- 
count; flat head blued, 674% and 5 per cent 
discount; round head blued, 65 per cent 
discount; flat head brass, 60 per cent dis- 
count; round head brass, 57% per cent dis- 
count; flat head brass plated, 62% per cent 
discount; ground head nickeled, 55 per cent 
discount; flat head nickeled, 55 per cent dis- 
count; flat head galvanized, 52% per cent 
discount. 

Coach screws, 10 per cent discount; set 
screws, 10 per cent discount and 25 per cent 
discount;; cap screws, square and hexagon, 
list, also 20 per cent discount; fillister, list 
plus 10 per cent discount; flat and round 
cap, list plus 25 per cent discount; iron 
machine screws, flat and round head, 40 
per cent discount; fillister, 30 per cent dis- 
count; flat and round head brass, 30 per 
cent discount; fillister, 25 per cent discount. 

Shovels.—Judging from shipments 
being made by jobbing trade from day 
to day the retail dealers are not buying 
wooden snow shovels very freely. Some 
of the manufacturers of iron shovels 
and spades outside of New England 
have reduced prices recently. 


Skates.—There appears to have been 
a slowing up in the retail demand for 
skates, but prices hold ,very strong 
owing to the fact that the jobbers are 
unable to place additional orders with 
the manufacturers. 

We quote from jobbers’ stocks; Allen & 
Rollins Co., skates, tubular, aluminum fin- 
ish, hockey and racer, $9 per pair. 

Skate Straps.— Manufacturers of 
some of the leading lines of skate 
straps have made a downward revision 
in prices, but coming as the change 
does at the close of the buying season, 
it is anticipated that local wholesale 
prices will not change immediately. 

Sleds.—It is growing more and more 
apparent every day that there will be 
a shortage of the popular makes of 
sleds. The jobbing trade has_ sold 
everything it has ordered from the 
manufacturers, and is unable to place 
additional orders for 1920 stock. 


We quote from jobbers’ stocks: Flexible 
Fliers, No. 1, $2.84 each; No. 2, $3.34; No. 3, 
$4.34; No, 4, $4.67; No. 5, $6.34. Racer, $4.50; 
Junior Racer, $3.67, The discount from job- 
bers’ stocks is 40 per cent on the Paris line. 


Stove Lifters.—A prominent pro- 
ducer of stove lifters has reduced prices 
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$1 per gross, which is hardly sufficient 
to influence local prices. 


Torches.—The decline in plumbers’ 
torches announced last week does not 
include all lines, but those manufactur- 
ers who have not reduced prices have 
announced that they will do so on 
Dec. 1. 


Toys.—The toy factories are sold 
out for this season, and in at least some 
instances are turning over retail orders 
sent direct to them to jobbers. Local 
jobbers, who placed orders last Febru- 
ary for toys, are still waiting for de- 
liveries. Judging from orders already 
held by the wholesale dealers it is evi- 
dent that many retail hardware pro- 
prietors are planning to turn their 
stores into toy and specialty shops for 
the holiday trade. 

We quote from jobbers’ stocks: Erectors, 
No. 1, $1.84 each; No. 2, $2.45; No. 3, $3.67; 
No. 6, $7; No. 7, $10; amateur wireless sets, 
No. 4004, $5.25; No. 4005, $10.50; soldering 
outfits, $1 each; better outfits, $2; designer 
one toy maker, No. 8001, $1 each; No. 8002, 

67. 

Motors.—No. P52 (two terminal batteries), 
$1.05 each; No. P54 (reverse motor), $758, 
No. P58 (four terminal batteries), $1.58; 
No. P60C (transformer), $5.25. 

Tool Chests.—No. 705, $2.45 each; No. 710, 
$3.50; No. 715, $5.25. The other numbers 
range in price from $7 to $35 each. 

Traps.—In the northern New Eng- 
land states, and in the western part of 
Massachusetts traps are beginning to 
move out of retail hands fairly freely. 
Judging from reports received from 
these sections of the country Young 
America is going into the trapping 
game for fun’and for monetary pur- 
poses on an extensive scale, and there 
is every reason to anticipate the retail 
trade will enjoy a profitable season in 
this class of merchandise. 

We quote from jobbers’ stocks: Victor, 
with chains, No. 0, ae F No. 1, $2.01; No. 
1%, $3.05; No. 2, $4.21; No. 3, $7.15; No. 4, 
$8.60. 

Jump Traps, with chain, 

$2.75; No. 1%, $4.12; 
8.87. 


Traps, with chains, 
1, $2.50; No. 1%, $3.75; 

. 8, $7.50; No. 4, $8.75. 
Washers.—In some instances it is in- 
timated lock washers are easier, due to 
offerings of stock for prompt delivery 
made by manufacturers at slightly re- 
duced prices. Certain it is that the pre- 
sumptive demand for cut, malleable 
and lock washers is less active, and 
there:is an accumulation of stocks lo- 
cally. Generally speaking, however, 
this accumulation has not assumed 
sufficient proportions to warrant any 

uneasiness on the part of the jobber. 


No. 0, 
No. 2 


No. 0, 
No. 2, 


$2.37; 
$6.50; 

2.18; 
$5.62; 


We quote from jobbers’ stocks: Cut wash- 
ers, %-in. and smaller, 6c. per lb.; larger, 
5e. per lb.; cut washers, 200-lb, kegs, list; 
malleable washers, 12c. per Ib. 

Wheel Toys.—The demand for whee! 
toys for the retail holiday trade holds 
up well notwithstanding declines in 
some manufacturers’ price lists recently 
announced. Wheel toys can be used in, 
as well as outside of doors, which prob- 
ably in a large measure accounts for 
their popularity with Young America. 

We quote from jobbers’ stocks: Kiddie 
Kars in less than gross lots: No. 1, $14 per 
doz.; No. 2, $20 per doz.; No. 3, $24 per 
doz.: No. 4, $28 per doz.; No. 5, $32 per doz.; 
trailers, $14 per doz. In gross lots or more, 
10 per cent off list. 
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Office of HARDWARE AGE, 
Pittsburgh, Nov. 8: 

The price changes of the past week, 
with one exception, have been down- 
ward, that exception being field fence, 
the discount on which has been cut 5 
per cent, in keeping with the revision 
by the American Steel & Wire Co. of 
its price on plain wire to cover the 
higher railroad freight rate. As was 
forecast in these columns several weeks 
ago, Nov. 1 brought an announcement 
of a reduction in tire prices, and while 
only the U. S. Rubber Company thus 
far has made a public announcement, 
the general expectation of the trade is 
that other manufacturers will match 
the action of that company. 

It is commented upon with a good 
deal of satisfaction by the trade that 
the recession in prices from the peak 
levels is an extremely orderly one, and 
so far as can be observed no one is 
suffering very heavily in the process. 
There are still many manufacturers 
whose costs have not receded sufficiently 
to enable them to make any downward 
revisions in their selling prices, but 
the slowing down in general industry 
has made for a slightly easier labor 
supply and the men who have continued 
to find employment throughout the re- 
action are less prone to loaf upon the 
job. There is not sufficient work to 
engage all of the labor available and 
workmen generally are ‘not quite so 
independent as they were earlier in the 
year when they had no trouble in find- 
ing other jobs. This means greater ef- 
ficiency and some cutting in’ producing 
costs, and when bracketed with _in- 
finitely improved railroad transporta- 
tion conditions it probably would be 
found, upon careful analysis, that quite 
a number of manufacturers have been 
unable to reduce their producing costs 
somewhat. 

No complaint is heard about business 
on the part of either the jobbers or the 
retailers, and now that the national 
election is over and the result was so 
satisfactory to the majority of the 
trade, orders for spring goods, which 
were a little slow recently, are coming 
in nicely. In no direction is the ten- 
dency, so common during the early part 
of the year to order larger bills of 
goods than ordinarily are handled, now 
noted. Since the indications point to a 
slow downward tendency in prices buy- 
ers generally are buying conservatively. 
A revival of building operations has 
been predicted so frequently since the 
ending of the war that it has come to 
be regarded a good deal as a joke, 
but somehow or another such predic- 
tions for the spring of 1921 are regarded 
more seriously and the impression 
seems to be that next year will develop 
the first real effort toward correcting 
the housing shortage created over the 
past three or four years. It has been 
figured out that to properly house the 
people of this country there should be 
annually constructed 450,000 new dwel- 
lings, In 1919, according to reliable 


data, only 70,000 houses were erected, 
and in 1918 new building was almost 
insignificant. 

Aluminum Ware.—The supply situa- 
tion still is rather light, due to the fact 
that manufacturers were unable to 
secure anywhere nearly enough alumi- 
num sheets to supply the demand for 
manufactured products, and the situa- 
tion in this respect is only a little bet- 
ter now than it has been. German- 
made aluminum sheets are reaching the 
country and although costly, quality 
considered, are selling quite promptly. 

Automobile Accessories.—The U. S. 
Rubber Co. has issued a new price list, 
effective Nov. 1, in which it reduces the 
Ford size of fabric tires 12 per cent, 
other sizes in fabric tires, 10 per cent, 
and cord tires 7, per cent. Other 
manufacturers are expected to meet 
this reduction. 


Bars.—Although the mill situation 
has eased down considerably as a result 
of cancellations and suspensions, job- 
bers have receded only slightly from 
prices they were getting a few weeks 
ago, and apparently the occasion does 
not exist for steep reductions, in view 
of the fact that a good many buyers, 
who ordinarily deal directly with the 
manufacturers, are buying their active 
requirements from the jobbers. 

We bars 


quote from warehouses steel 


3.10¢. to 4.50e. per Ib. for the base sizes, 
with the usual mill differentials for other 
sized iron bars, 5c. to 6c. per Ib., base. 


Blow Torches.—The leading manufac- 
turer has announced a reduction of 25 
per cent and this has been followed by 
other makers. 

Bolts, Nuts and Rivets.—The supply 
situation in small bolts is no easier 
than it has been because of the inabil- 
ity of manufacturers to secure sufficient 
supplies of wire. In the larger sizes, 
however, conditions are -much more 
favorable, as shipments of bars are 
considerably heavier than they have 
been before in some time and this has 
contributed to a considerable reduction 
in the unfilled obligations of manufac- 
turers. General conditions are ex- 
pected to ease down considerably be- 
tween now and the end of the year, for 
indications point to the manufacturers 
catching up with their orders for large 
bolts and with comparatively little 
heavy steel structural work in progress 
anywhere throughout the country, there 
also is a possibility of the creation of 
some surplus of this class of bolts. Cold 
punched nuts still are hard to obtain, 
but the pinch in the supply of rivets is 
past and the situation is much easier 
in iron cap and set screws than it has 
been, owing to heavy cancellations in 
connection with the slump in the auto- 
mobile industry. 


We quote from jobbers’ stocks: Rivets, 
¥%,-in. and larger, keg lots, $6 to $6.25 base; 
small sizes, 25 to 30 per cent off list; car- 
riage bolts, % x 6 In. and smaller, 20 to 25 
per cent off list; larger and longer, 7% to 10 
per cent off list; machine bolts, % x 4 in. 
and smaller, 25 to 30 per cent off list; larger 
and longer, 15 to 20 per cent off list; stove 
Nos. 1, 2 and 3 heads, 10 per cent off list: 
tire bolts, Bay State, 45 per cent off list; 


113 


Kagle, 25 to 30 per cent off list; plow bolts, 
Nos, 1, 2 and 3 heads, 10 per cent off list; 
other style heads, list; track bolts, 9.25c. 
base; lag screws, 35 to 40 per cent off list: 
nuts, hot-pressed, list plus $2 to $3: cold 
punched, list plus $4 to $5; semi-finished, 
‘*-in. and larger, 35 to 40 per cent off list 
9/16 in. and under, 45 to 50 per cent off 
list. 

Builders’ Hardware.—The trade here 
is looking for a good spring business; 
for while new housing programs are 
confined largely to the industrial com- 
panies, indications are strong that with 
easier money conditions and lower prices 
for practically all materials, not to 
mention the possibility of a better sup- 
ply of labor, a good deal of private 
house building will be started with the 
opening of the weather in 1921. One 
company here has taken a contract for 
the hardware for 140 dwellings at 
Sharon, Pa., which are being erected 
by the Petroleum Iron Works Co. A 
new list of discounts, replacing one 
which has been in use for practically 
20 years without revision, has just been 
issued by a manufacturer of wrought 
butts, hasps, strap and T hinges. The 
net cost to the trade of these articles, 
in the new list, varies little from the 
old list. 

Clothesline.—In keeping with the 
slump in the price of cotton comes an 
announcement by manufacturers of cot- 
ton clothesline of a reduction of about 
10 per cent. 

Cut Nails.—As a result of lower raw 
material costs, makers have announced 
a slight reduction and jobbers now are 
holding 7.50c. base out of stock. 

Enameled Ware.—Signs are not lack- 
ing of a decline in prices before long, 
for there was a good deal of pyramid- 
ing of orders during the early part of 
the year, and as a result of the slowing 
down in and the lower ten- 
dency of prices order books are no- 
where nearly as well filled as they were 
a short time ago. 

Lead Base Metals.—Babbitt metal, 
solder and shot, and in fact all metal 
mixtures with a lead base, have dropped 
about.10 per cent in sympathy with the 
decline in lead prices. Lead sink traps 
are off 10 per cent and sash weights 
have taken a drop of $4 per ton. 

Leather.—Slightly lower prices for 
sole leather have, been established, due 
to the slowing up in the demand for 
this material for shoes. 

Nail 
hammers have 
per cent. 


business 


Hammers.—First quality nail 
been marked down 10 


Saddlery Parts.—Snaps, rings, buckles 
and other metal parts for saddlery and 
harness have been reduced in price 15 
to 20 per cent. 

Sash Cord.—Price reductions ranging 
from 5 to 10 per cent have been an- 
nounced by all makers of cotton sash 
cord, and in view of the demoralized 
market in cotton, further downward 
revisions would not be surprising. 


Sheets.—Although the demand upon 
the jobbers continues good, due to the 
fact that they are being called upon not 
only to supply the requirements of their 
regular trade, but also of a good many 
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buyers who ordinarily are supplied 
direct from the mills, the fact that inde- 
pendent mill prices are certainly declin- 
ing has forced a revision on jobbing 
quotations. No change is noted in black 
sheets, but on both galvanized and blue 
annealed a rather steep reduction is 
noted. 

We quote from warehouse: One pass cold- 
rolled black sheets, 8c. to 8.10c. per Ib. base, 
Pittsburgh; galvanized, 9.50c. to 9.75c. base; 
blue annealed, 6.50c. to 6.75c. base; 21%4-in. 
corrugated galvanized sheets, 7.60c. to 7.75c. 
per square. 

Shovels.— All manufacturers have 
gone back to the base prices of the 
Ames Shovel & Tool Co. of Boston. 
This means a reduction of $2 per doz. 
by all except the company mentioned, 
which has been out of the market for a 
long time and did not go along with 
other makers in their advance of $2 per 
doz. made some time ago. 


Tin Plate.—Jobbers are better able to 
supply the demands upon them than 
they were a short time ago, as a result 
of better deliveries, and competition 
has increased sufficiently to bring about 
a slight easing in prices. As low as 
$10.50 per base box now is being quoted 
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on standard coke tin plate and $30 has 
disappeared as a quotation on roofing 
ternes. 

We quote from warehouse: Standard coke 
tin plate, $10.50 to $11 per base box; roof- 
ing ternes, 20 x 28 in., 40-lb., i.c., $28 to 
$28.50. 

Wire Products.—The situation in wire 
nails is easier at least to the extent 
that they are not as hard to obtain as 
they were a short time ago. Prices are 
unchanged but independent manufac- 
turers are nowhere nearly as heavily 
obligated as they were and the opinion 
is gaining ground that the spread be- 
tween their prices and those of the 
American Steel & Wire Co. will be 
largely reduced if not entirely elimi- 
nated both on nails and wire before 1921 
is very far advanced. Field fence has 
been advanced 5 per cent, now being 
quoted at 50 per cent off list, as com- 
pared with 50 and 5 per cent off list, 
the former quotation. 

We quote from jobbers’ stocks: Wire 
nails, $4 to $6 base per keg; annealed wire, 
base sizes, $4 to $4.50 per 100 Ib.; galvan- 
ized wire, $4.70 to $4.95; galvanized barbed 
wire, $4.90 to $5.10; wire brads, 50 to 66 2/3 
per cent off list; woven wire fencing, out of 
stock, 50 per cent off list. 


CINCINNATI 


Office of HARDWARE AGE, 
Cincinnati, Nov. 6. 
es hardware trade reports business 
generally as fair. Some of the 
larger downtown retailers say that they 
can see a slight falling off during the 
past few weeks, but regard conditions 
as satisfactory. Jobbers report the 
volume of orders received during the 
month of October to be fully up to that 
of the same month last year, and only 
slightly under the total of September 
this year. 

Seasonable weather has brought out 
a demand for winter goods, and the ap- 
proach of the holiday season has had 
the effect of making dealers who had 
not already covered for their require- 
ments come into the market. The holi- 
day trade is expected to be fully up to 
that of last year. Shortage of holiday 
goods, such as sleds, wheel toys, ice 
skates and roller skates is expected to be 
relieved to a great extent, and jobbers 
and dealers are confident that they will 
be able to take care of the trade. 

Shortage of goods continues to be a 
complaint heard from dealers. While 
manufacturers are making better de- 
liveries in some lines, others are still 
far behind on orders. Without consid- 
ering the nail question, such items as 
mechanics’ tools, alarm clocks, smaller 
sized machine bolts and screws, steel 
sheets and axes are practically impos- 
sible to secure. 

The price tendency is, according to 
some hardware men, downward, al- 
though they don’t profess to see much 
lower prices in prospect until the 
spring. Some manufacturers who had 
been taking orders at prices ruling at 
date of shipment have notified their 
customers that in future orders will be 
billed at prices ruling on date of place- 
ment. 

Since last report, cap screws have 





been reduced about 10 per cent; sash 
cord 5c. a lb.; drop shot 10c. a bag; 
steel sheets $1 a hundred pounds; one 
line of wringers about $2 a dozen. 
Rumors are current, though nothing 
definite has been received, that one 
manufacturer of shovels will announce 
a reduction of approximately 10 per 
cent within the next two weeks. 
Alarm Clocks.—The situation as re- 
gards alarm clocks shows no improve- 
ment. No shipments are being received 
from the manufacturers and there bids 
fair to be a scarcity the coming win- 
ter. Hopes are held out, however, that 
conditions will improve after the first 
of the year. Prices show no change. 


Automobile Accessories.—This branch 
of the hardware trade is just now .ex- 
periencing a very quiet ,period, and 
some jobbers profess to believe that 
not very much improvement will be evi- 
dent until spring buying commences. 
One large manufacturer of tires has 
announced a cut in prices effective Nov. 
1, but others have not followed suit as 
yet. One manufacturer who has guar- 
anteed his prices till Dec. 1 is expected 
to make an announcement as to his 
future policy shortly. Orders for ac- 
cessories being placed now are mostly 
for the purpose of rounding out stocks 
of winter motor needs. 


Aluminum Ware.—Deliveries con- 
tinue to improve, and stocks in jobbers’ 
hands are now better than they have 
been for many months. A few items 
are still difficult to secure, but as a gen- 
eral thing jobbers are well prepared 
to look after the trade. The demand is 
good, and with the holiday season ap 
proaching is expected to be very brisk 
within a few weeks’ time. 


Axes.—The demand for axes con- 
tinues strong. Jobbers report that 
shipments from manufacturers have 
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not improved to any appreciable extent, 
and that their stocks are running low. 
Prices are unchanged. 

Jobbers quote 3% to 4%-lb. single bitted, 
handled axes at $22.75 doz. 

Builders’ Hardware.—This line is 
very dull. A strike of plasterers and 
electricians for increased wages was 
called Nov. 1, and it is estimated that 
about 500 men belonging to each trade 
are out. Employers are said to be 
unanimous in refusing to accede to the 
demands. In the meantime work on a 
number of buildings is being held up. 
In anticipation of a building boom in 
the spring, jobbers are getting their 
stocks in good shape to meet it. Prices 
remain stationary on builders’ hard- 
ware, and while the shortage of goods 
continues, it is not expected that any 
announcements of reductions will be 
forthcoming. 

Christmas Tree Holders.—These have 
been in fair demand. Rumors of a 
shortage are heard, but local stocks are 
in fairly good shape. Prices remain 
unchanged. 

Christmas tree stands, cast iron, ja- 
panned, are quoted from $9.50 per doz. to 
$15.50 per doz. . 

Coal Hods.—The demand has been 
good during the past two weeks. Stocks 
are in fairly good shape, though ship- 


ments from manufacturers are not 
what jobbers would like to see. Prices 
remain as last reported. 

Japanned open hods, 17-in., $5.50 per 


doz.; 18-in., $6.25 per doz.; japanned funnel 
hods, 17-in., $7 per doz.; galvanized open 
hods, 17-in., $8.50 per doz.; 18-in., $9.25 per 
doz.; galvanized funnel hods, 17-in., $10.40 
per doz.; 18-in., $11.40 per doz. 

Eaves Trough and Conductor Pipe.— 
The demand continues fairly good, and 
deliveries from manufacturers of these 
items are reported to be improving. 
Prices show no change, jobbers still 


quoting: 

Eaves trough, 28-ga., 5-in. lap joint, 
single bead, $9.50 per 100 ft.; conductor 
pipe, 28-ga., corrugated, 3-in., $9.50 per 100 
ft.; conductor elbows, 3-in., corrugated, 


$2.16 per doz. 

Files.—The demand has fallen off to 
some extent, and stocks are now in 
good shape. Prices are unchanged. 

Jobbers quote all makes of files at 45 and 
5 per cent off list. 

Galvanized Ware.—Light galvanized 
sheets are still extremely hard to get. 
The demand for galvanized ware of all 
kinds continues steady, and shipments 
from manufacturers are improving 
slowly. Manufacturers state that there 
is no prospect of a reduction in their 
prices for some time to come, or at 
least until prices of materials come 
down to a more normal basis. Prices 
on galvanized sheets have been reduced 
since last report 1c. a lb. 


Jobbers quote from stock: Galvanized 
sheets, 9c. lb. base; galvanized pails, 10-qt., 


$4.45 per doz.; 12-qt., $4.90 per doz.; 14-qt., 
5.45 per doz.; 16-qt., $6.65 per doz.; ash 
cans, galvanized, with three stays, 17 x 26 


in., $4.30 each; 18 x 26 in., $6.20 each; tubs, 
No. 0, $10.25 per doz.; No. 1, $12.60 per doz.; 
No. 2, $14.25 per doz.; No. 3, $16.50 per doz. 
Garbage cans, galvanized, No. 1, $2.46; No. 
2, $1.76; No. 3, $1.34. 

Game Traps.—The demand for game 
traps is in full swing, and one jobber 
who received a shipment of two car- 
loads last week shipped them out on 
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back orders within three days. Prices 
are unchanged. 

Ice Skates—The demand for ice 
skates is increasing gradually. Dealers 
have been somewhat slow in ordering 
their stocks, according to some jobbers, 
and some of them are going to be dis- 
appointed, as jobbers Have only a lim- 
ited supply on hand to take care of the 
trade. Prices are unchanged. 

We quote from jobbers’ stocks: Cast steel 
skates, $1.00 to $1.40 per pr.; hardened steel 
blades, nickeled skates, $1.50 to $2.00 per 
pr.; tempered steel blades, full nickel 
plated, extra polished, $2.75 to $3.00 per 
pair. 

Lanterns.—The demand for lanterns 
keeps up very well, and stocks are very 
low. No improvement is noticeable in 
deliveries, and there promises to be a 
shortage in this line during the winter 
months. Prices remain as previously 
quoted: 

Wizard, $14.25 per doz.; Blizzard, $14.25 
per doz.; Monarch, $9.00 per doz.; Buckeye 
Dash, $14.25 per doz.; Eureka Driving, 
$19.00 per doz. 

Nuts and Bolts—Some manufactur: 
ers are now making better deliveries, 
and one jobber reports that he has been 
fairly flooded with nuts and bolts dur- 
ing the past two weeks. Others com- 
plain of a shortage of the smaller sizes. 
There are rumors of lower prices to 
come, but nothing definite has been re- 
ceived. Prices remain as last quoted. 

We quote from local stocks: Machine 
bolts, all sizes, 5 per cent off list; carriage 
bolts, 5 per cent off list; stove bolts, 50 and 
10 per cent off; semi-finished nuts, larger 
sizes, 30 and 10 off; smaller sizes, 35 and 


10 off. 

Nails—While the edge of the de- 
mand has been worn off, jobbers report 
that they are still finding it very diffi- 
cult to take care of their customers. 
There seem to be some nails at avail- 
able prices, but dealers do not seem to 
desire to stock up on these. Some of 
them are carrying several kegs in order 
to take care of their good customers, 
but as a regular thing nails are still 
almost impossible to get. Prices re- 
main as last reported, with the possible 
exception of one or two independent 
companies, which have offered nails at 
50 cents a keg under their previous 
quotations. 

Jebbers quote nails, when available: Wire 
nails, $4.50 per keg base when received 
from the American Steel & Wire Co., and 
$5.50 to $6.75 when received from inde- 
pendent companies. 

Rivets.—Some improvement in ship- 
ments is noticed, but this applies only 
to larger sizes. Small sized rivets are 
practically off the market. Prices are 
unchanged, all sizes of rivets being 
quoted at 30 per cent off list. 

Sleds.—Judging by the interest al- 
ready shown, there promises to be a big 
demand for sleds this year. Dealers 
who have already ordered are now get- 
ting their allotments. It looks now as 
though there might be a scarcity, as 
some jobbers report that they have been 
advised by manufacturers that it will 
be impossible to ship all their orders. 
Prices are unchanged at recent levels. 

Shovels—Rumors of a decline in 
prices are heard, but as yet no definite 
information has been received. It is 


expected that an announcement will be 
forthcoming within the next ten days 
from at least one manufacturer. 
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Sash Cord.—A further drop of 5c. a 
pound is noted in cotton sash cord, and 
this item is now quoted at from 65c. 
to 70c. a Ib. 

Stove Boards.—Sales have been very 
good during the past two weeks. 
Stocks are in pretty good shape, and 
jobbers anticipate no difficulty in sup- 
plying the demand. No price changes 
are noted. 
ers quote: Wood lined crystal boards, 
24 in., $13.60 per doz.; 26 x 26 in., 


$16.05 per doz.; 28 x 28 in., $18.95 per doz.; 


30 x 30 in., $21.30 per doz.; 33 x 33 in., $25.50 


per doz.; 36 x 36 in., $30.50 per doz. 


Jobb 
9 x 


Screws.—Fairly good shipments are 
being received. A _ reduction in the 
price of cap screws has been announced, 
this amounting to approximately 10 
per cent. The demand continues good. 

Jobbers quote: Cap screws, 20 and 5 per 


cent off; lag screws, 20 and 10 per cent off; 
wood screws, 70 and 20 per cent off. 


Shot.—A further reduction in the 
price of drop shot has been announced. 
This makes the fourth drop recorded in 
the past six weeks. Weakness in the 
lead market is given as the reason. 
The latest drop is 10c. a bag. 

Turpentine and Linseed Oil.—A drop 
of 10 cents a gallon has been recorded 
in the price of linseed oil since last re- 
port, it now being quoted in single bar- 
rels at $1.20 per gallon. Turpentine 
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remains unchanged at $1.45 per gallon, 
in single barrel lots. : 

Stoves.—Sales of stoves took a big 
jump following the arrival of colder 
weather, and dealers report prospects 
for a continuance of good business very 
bright. Combination gas and coal 
stoves seem to be greatly in demand. 
Heaters and furnaces also are receiv- 
ing a good call. Stove pipe, which is 
reported to be also going 
well. Reports are current that lower 
prices are in sight on stove pipe, but 
these cannot be confirmed. Recent quo- 
tations in effect are: 





scarce, is 


4-in., $3.70 per doz. lengths: 5-in., $4.20 
per doz. lengths; 6-in., $4.85 per doz. 
lengths. 


Wringers.—A leading manufacturer 
of wringers has reduced prices from $2 
to $3 per doz. on some makes. Dealers 
are placing orders for spring delivery 
at the new schedule. 

Toys.—Jobbers handling toys report 
business good. While most of the or- 
ders have already been placed for the 
holiday trade, a fair business is being 
done with dealers who had not antici- 
pated their requirements. Wheel toys 
are reported to be in good demand, and 
it looks as though there would not be 
enough to go around. Kiddie Kars 
have been reduced in price about 12', 
per cent since last report. 


TWIN CITIES 


MINNEAPOLIS AND ST. PAUL 

Nov. 
‘ ENERAL hardware sales in this 
A territory have been rather slow. 


Part of this is no doubt due to usual 
let-up preceding national elections. 

Prices remain firm, no declines being 
reported on staple items. 

Dealers and jobbers feel that busi- 
ness will improve as soon as election 
period is over. 

Automobile Accessories.—Sales are 
slow due to lateness of the season. The 
weather has been unseasonably warm, 
consequently there has been very little 
sale as yet for winter equipment. 

Builders’ Hardware.—No new work 
of any size is being undertaken, con- 
sequently sales are at a very low point. 

Axes.—Sales are fair with a good 
supply in the hands of the jobbers. 

We quote from jobbers’ stocks 
bit, base weights, $16.50 per doz.; 
bit, base weights, $21.50 per doz. 

Ash Sifters.—Sales in this item are 
just commencing, due to lateness of the 


Single 
double 





winter season. Stock on hand is in 
good shape. 

We quote from local jobbers’ stocks: 
Wood square, $4.50 doz metallic round, 
$4.75 doz.; wood barrel, $15 doz 

Bale Ties.—Jobbers’ stocks are now 


in better shape than for many months, 
although stocks are not complete as to 
gauges and lengths. 


We quote from local jobbers’ 
Fifty per cent from standard lists. 


Bolts.—Stocks of bolts are now get- 
ting into better shape, due to prompter 
factory shipment and lessened demand. 
By shopping around it is now possible to 
obtain a limited quantity of the smaller 
sizes which have been practically off 


stocks: 





the market. No price changes reported, 


We quote from local jobbers’ stock 
Small carriagle bolts, 10 per cent large 
carriage bolt db per cent; mall machine 
bolt 20 per cent; lar machine bolt 10 
per cent stove bolts, 50-5 per cent iL 
screws, 30 per cent; plow bolts, 20 per 
cent. 

Coal Heds.—Sales have not been as 


active as expected, due to the mild 
weather conditions prevailing. Sales 
will pick up as soon as cold weather 


sets in. 

We quote from local jobbers’ stocks: 
Japanned 17-in. open, $5.20 doz.; japanned 
18-in. open, $5.50 doz.; japanned funnel 17- 
in., $6.55 doz.; japanned funnel 18-in., $7.20 
doz.; galvanized open 17-in., $8 doz.: gal- 
vanized open 18-in., $8.75 doz.; galvanized 
funnel 17-in., $9.90 doz.; galvanied funnel 
18-in., $11.70 doz 


Eaves Troughs, Conductor Pipe and 
Elbows.—Sales are fair, and due to 
building conditions, jobbers’ stocks are 
getting into fair shape. No 
changes have been reported. 


price 


We quote from local jobber stocks: 
Eaves trough, 28-ga., 5-in. lap joint, sing! 
bead, $9.50 per 100 ft conductor pipe, 28 
ga., corrugated, 3-in., $9 per 100 ft.; 
elbows, 3-in. corrugated, $2.16 per doz. 

Elbows.—Sales have been very ac 
tive. There has been a_ shortage of 
stocks in the hands of jobbers 

We quote from local jobbers’ tock 
Common iron corrugated, 6-in $2. doz.; 
adjustable charcoal iron, 6-in., $2.70 doz 

Files. — Sales remain fairly active. 
Jobbers report that shipments from 


factories are improving and that there 
will probably be sufficient stocks on 
hand to take care of most urgent re- 
quirements. No price changes reported. 


We quote from local jobbers’ stocks: 
Nicholson files, 45-5 per cent Riverside 
and Arcade brands, 50-10 per cent 

Galvanized Ware.—Jobbers report 


demand dropping off, which has per- 
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mitted them to get their stocks into 
shape. Factories will no doubt be able 
to produce more goods, as it will be 
easier to get the higher weights of 
sheets because of slackness in the auto- 
mobile industry. There has been an 
advance on heavy galvanized tubs. 
We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $12.90 
doz.; ~—e No. 2, $14.50 per doz.; stand- 
ard No. $16.90. Heavy No. 1 galvanized 
tubs, $25 ‘per doz.; heavy No. 2, $26.50 per 
doz.: heavy No. 3, $28 per doz.; standard 
10-qt. galvanized pails, $4.50 per doz. ; 
standard 12-qt., $4.95 per doz.; standard 
14-qt., $5.60 standard 16-qt. 


doz. ; 
stock, $8.50 per standard 18-qt. stock, 
$9.80 per doz. 


Glass and Putty.—These are two of 
the most active items in the hardware 
business at the present time, as this is 
the best season of the year for same. 
Jobbers’ stocks are in good shape and 
there is very little delay in filling or- 
No price changes reported. 
from local jobbers’ stocks: 
78 per cent from standard 
per lb 


per 
doz. ; 


ders. 

We quote 
76 per cent and 
lists. Putty, 5c. 

Lanterns.—Sales have been very 
good. Jobbers report stocks in fair 
shape with a shortage anticipated. 

We quote from local jobbers’ stoc ks: 
Tubular long globe or short globe, $13 per 
doz.: tubular dash, $17.60 per doz; Dietz 
Cold Blast No. 2, $14.25 per doz. 

Nails.—There is nothing new to re- 
port in the existing shortage of nails. 
Scarcely any noticeable improvement 
is being made in shipments, and job- 
bers’ stocks are practically exhausted. 
No price changes have been reported. 

We quote from local jobbers’ stocks: 
Standard wire nails, $4.85 keg >; coated 
nails, $5.50 to $7 per keg. 

Oil Heaters.—Demand has been very 
active with a scarcity of goods in 
hands of jobbers. 

We quote from local jobbers’ stocks: 
Japanned polished steel No. 12, $4.10 each; 
nickel polished steel No. 016, $5.90 each. 

Pa per. — The demand for building 
paper is not quite as strong as rece ntly, 

although some weights and grades are 
hard to obtain. No price changes re- 
ported. 

We quote 
Barrett's No. 
Barrett’s threaded felt, 
per roll; Slater’s felt, 
20 red rosin, $1.30 per 
rosin, $1.60 per roll; No. 
per roll. 

Registers —Sales 
been only fair. 

We quote from 
20 per cent from 

Rope.—Sales on rope remain steady. 
No shortage has developed in this line 
as yet. There has been a readjustment 
of prices locally. 

We quote from local jobbers’ 
Columbian manilla rope at 29c. Ib. 
Columbian at 20c. lb. base. 


Sandpaper. Factory production 
seems to be catching up to the de- 
mands, as they are now able to make 
more prompt shipments. No _ price 
changes. 

We quote 
Best grade, 


base 


local jobbers’ stoc ks: 
felt, $5.05 per cwt 
500-ft. rolls, $2. 49 
$1.68 per roll; No. 
roll; No. 25 red 
30 red rosin, $1.95 


from 
2 tarred 


on this item have 


jobbers’ stocks: 


lists. 


local 
standard 


stocks: 
base; 
sisal 


stocks: 


jobbers’ 
second 


$7.20; 


from local 
No. 1, per ream, 
grade, No. 1, per ream, $6.50. 

Screws.— There is very little, if 
any, improvement in stocks of screws. 
Factories remain many months behind 
in filling orders. No price changes re- 
ported. 

We quote from 
Flat-head bright screws, 
head blued screws, 65 
japanned screws, 60 


local jobbers’ stocks: 
70 per cent; round- 
per cent; flat-head 
per cent; flat-head 
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round-head brass 
machine screws, 
screws, 40 per 


brass screws, 55 per cent; 
screws, 55 per cent; iron 
60 per cent; brass machine 
cent. 


Sidewalk Scrapers and Snow Shovels. 

Sales on these items have not started 
as there has been no snowfall in this 
territory up to the present time. Indi- 
cations are a scarcity of goods. 

We quote from local jobbers’ stocks: 
Steel sidewalk scrapers, $4.10 doz.; wood 
straight handle snow shovels, $5.75 doz.; 
steel blade straight handle, $6.80 doz.; gal- 
vanized steel blade, D-handle, $14.40 doz. 

Solder.—Sales are slow on this item. 
There has been a further decline in the 
market price. 


We quote from local jobbers’ 
Warranted half-and-half, 31c. lb. 

Steel Sheets.—Owing to the fact that 
some automobile factories are practi- 
cally closed or operating on part time 
basis, there is an easing up in the mat- 
ter of obtaining sheets. 

We quote from local jobbers’ stocks: 
3lack sheets at $9.95 base, and galvanized 
sheets at $11.40 base. 

Steel Traps.—Sales have been fairly 
active. Jobbers report a shortage of 
some of the popular sizes. 

We quote from local jobbers’ 
Victor No. 0, $1.71 doz.; Victor No. 1, 
doz.; Victor No, 1%, $3.05 doz.; 
2, $4.21 doz.; Newhouse No. 0, $4.75 doz.; 
Newhouse No. 1, $5.62 doz.; Newhouse No. 
1%, $8.50 doz.; Newhouse No. 2, $12.56 doz. 

Stove Boards and Stove Pipe.—Sales 
have been very active as this is the 
best season of the year for these items. 
Stocks are in fair shape. 

We quote from local jobbers’ 
Stove boards, Crystallized, 28 x 28, $18.85 
doz.; 30 x 30,° $21.20 doz.; 36 x 36, $30.50 
doz; stove pipe, uniform’ blued, 28-gage, 
6-in., 28c. per joint. 

Tacks. — Sales by dealers handling 
tacks in 25-lb. boxes has been very 
good, likewise small package goods. 
While notice was received from one 
manufacturer advancing the base price 
33 1/3 per cent, it has not been general, 
and jobbers have not as yet changed 
their prices. 

We quote from local 
American cut, 8 0oz., 82c. 
carpet, 8 0z., 85ce. per Ib.; 
& oz., 7T6c. per Ilb.; double 
8914c. per Ib. 

Tin Plate.—The local stocks are very 
low, with no immediate prospect of 
betterment. Prices are steady as last 
quoted. 

We quote 


stocks: 


stocks: 
$2.01 
Victor No. 


stocks: 


stocks: 
per lb.; tinned 
blued carpet, 
point, 11 oz., 


jobbers’ 


jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $19 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, $18.50. 

Washers.—Sales remain fair on all 
sizes, and no recent price changes made. 

We quote from local jobbers’ stocks: 
Wrought steel, %4-in., $9.40 per cwt.; 1-in., 
$9 per cwt. 

Weatherstrip.—Sales are just begin- 
ning on this item, and will become bet- 
ter as the season advances. Stocks 
are in good shape. 

We quote from local jobbers’ stocks: 
%-in. and %-in. wood and felt, $2.25 per 
100-ft.; 1-in. wood and felt, $3.40 per 100 ft. 

Wheelbarrows.— Demand is fair, 
with a shortage of stocks in hands of 
jobbers. No price changes reported. 

We quote from local jobbers’ stocks: 
Fully bolted, wood tray, $56 per doz.; 
tubular steel, $9.15 each; garden, wood, 
$81 per doz., or $7 each. 

Wire.—As previously reported there 
is practically no wire on the local mar- 
kets. Such shipments as are received 
are immediately absorbed. No price 
changes. 

We quote 


from local 


from local jobbers’ stocks: 
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Black annealed wire, No. 9, $4.85 cwt.; 
galvanized annealed wire, $5.55 cwt.; 
painted cattle wire, 80-rod spools, $4.05 per 
spool; galvanized cattle wire, 80-rod spools, 
$4.60 per spool; painted hog wire, 80-rod 
spools, $4.32 per spool; galvanized hog 
wire, 80-rod spools, $4.90 per spool. 


Boston Cutlery Market 


Office of HARDWARE AGE, 
Boston, Nov. 6, 1920. 

Most of the local jobbing hardware 
houses report the demand for cutlery in 
general as good, although the retail 
trade is buying conservatively. This 
applies to the market in general. There 
are certain kinds of cutlery, especially 
table, and various makes of -pocket 
knives, that have sold and are selling 
in very good volume. In such products 
the present demand runs more to me- 
dium-priced stock than to the better 
kinds. Shears of various makes are 
coming forward slowly and there are 
some other things that are backward, 
but generally speaking the manufac- 
turers of cutlery are doing much better 
in the matter of shipments. 

Although not generally handled by 
the retail hardware trade in this sec- 
tion of the country, they may be inter- 
ested to know that Mark Cross safety 
razors have been advanced 25c. list 
each to 50c., and the blades from 5c. to 
6c. each. Belgian hones, for the first 
time in years, are being offered by local 
jobbers. 

Cleavers. —Family size, $6 per doz.; lamb, 
8-in., $32; market, 8-in., $42; 9- a. $45; 
10- in., sis" 
& Butcher Knives.—Plain beech handle, 
5-in., $3.65 per doz.; 6-in., $4; 
8-in., $6; 9-in., $7.50; 10-in., 
$12.50; 14-in., $16. Ebony handle, 
rivets, 6-in., $7 per doz.; 7-in. ’38. 50; 8-in., 
$9.50; 10-in., $13.50; 12-in., $17. 50: 14-in., $21. 

Kitchen Knives. —Beech handle, $1.50 per 
doz. Better grades, in display box (assort- 
ed), two steel rivets, $2 to $3.50. Ebony 
gua (in display box), riveted, $3.50 per 
yOX. 

Pocket Knives.—Cocobolo, ebony or stag 
handle, two-bladed, steel lined, length 3° 
in., $6 per doz.; with chain, $7. Cocobolo, 
ebony or stag handle, two blades, brass 
lined, bolster and shield, length 3% in., $8 
per doz. Cocobolo, ebony or stag handle, 
two blades, brass lined, cap, bolster and 
shield, length 3% in., $12 per doz. 

Putty Knives.—Cheaper kinds, $1.20 per 
doz.; metal handles, $1.50; cocobolo handle, 
bolster (in boxes), $4; cocobolo handle with 
heavy brass rivets, $4.50. 

Scraping Knives.—Ordinary kinds, 
per doz.; better grades, beech handle, $3.75; 
be at grades, cocobolo handle and bolster, 
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Knives. 
sharp, all lengths, 
square and sharp, all 
mond), $2.25 per doz. 
doz. 

Snips.—Tinners’ No. 12, 
19, $1.95; No. 9, $2.13. 
$12.50 doz.: No. 1, $13 
No. 13, $1.12 each. 

Scissors. — Standard ladies’, Lande: 
Frary & Cc lark, i in., $11.50 per doz.; 41.- 
in., $12; -in., $12.50: 6-in., $14. Heinisch 
& Wiss, “4-in., 5-in., $13.10; 6-in., 
$14.70. Pocket, ., $11.50 per doz.; 41.- 
in., $11.95: 5-in., $12.40. Button hole, 4°; - 
in., $14.75 per -doz. Manicure, 3%-in., 
$16.3 5 per doz. Nail, 3%4-in., $16.35 per doz. 

Shears. —Landers, Frary & Clark, ja- 
panned straight paenenees 6-in., $10.50 p r 
doz.; 6%-in., $11.25; 7T-in., $11.75; 7% 
$12.50; 8-in., $13; ‘9- ‘in., $16.20: 10-in., $20 
Nickeled ouenant trimmers, §- in., $12.50; 
6%-in., $13.2 -in. 913.7 + TM-in., $14.5 
8-in. $15; 9- in., 2. Banker , 
shears, japanned, “12-in., $94. Barbers’ 
shears, japanned, 7%-in., $12. 
$-in., $15.50; French pattern, 
Heinisch & Wiss, penned, 
$11 6%-in., $11.75; T-in., 
7%-in., R-in., $13.80; 9-in., $17.25: 
10-in., Nic Kel- -plated, 6- in., $12 
per doz.: -» $13.9 

Clippers.—Flexible ap clippers, No. 1, 
$14: No. 2, $18: list discount, 25 per cent. 
Hair clippers, $1.25 to $3.75 each. 


— Universal square arn: 
$1.80 per doz. Tuck, 
lengths (black dia- 
Hawk Bill, $2.50 per 


$1.21 each; No. 
Penta snips, No. 0, 
70 Pocket snips 


straight, 6-in.. 
12.49; 
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_ Preparing the Turkey 


(Continued from page 91) 
You might use a newspaper adver- 
tisement modeled along the follow- 
ing lines: 


READY FOR THANKSGIVING? 


Have you everything you need 
for preparing the Thanksgiving 
dinner and everything for serving 
it? 

How about a new, sharp knife 
or two in the kitchen? Is your 
paring knife sharp? Have you a 
good, sharp bread knife? With 
extra work to do, this is a good 
time to get the new knives you 
have been thinking about. 

And the carving knife, of course, 
must be in the best of condition. 
Why not make this the occasion 
for getting a new carving set? You 
are going to need it now and at 
Christmas time. 

Remember, too, that we carry a 
full line of Blank’s table silver- 
ware. Probably with a big family 
dinner in prospect, you will need 
more spoons, knives, forks, or 
something of the sort. 

We are offering a special value 
in bread-and-butter knives (butter 
spreaders) for this week only. 
Half a dozen in high grade, quad- 
ruple plate, pattern, for $——. 


It will pay you to quote prices on 
each item mentioned, giving the 
range of prices if you have a variety. 
As for the special for the week, if 
you see fit to offer such a special, it 
might be featured more in ‘the ad- 
vertisement, made to pull more by 
displaying it with a _ heading, 
“Thanksgiving Special.” 


The Form Letter 


A form letter to the housewives 
on your best mailing list might be 
used that would read something like 
this: 


Dear Madame: Your Thanksgiv- 
ing Dinner. How about it? Have 
you everything for preparing it? 

You will need sharp kitchen 
knives and good forks and stirring 
spoons and everything. We have 
all that sort of thing and we can 
supply you with any quality you 
want. With all the extra work 
the big dinner makes, you need 
everything to work with. 

The man who carves that turkey, 
too, is going to want a carving 
knife that will have a keen edge. 
Don’t make the carving difficult 
with an old, dull knife. This is 
the time to get a new outfit. 

Please your guests by making 
the carving easy with a sharp 
knife, and then please them fur- 
ther by seeing that your table lacks 
nothing in silverware. We carry 
a full line of the famous —— ware 
in beautiful patterns. 

Go over your kitchen ware and 
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your table ware and see what you 
need that we can supply. Then 
come or telephone to us and we will 
see that you get what you want. 
Yours for a good dinner, 


There will very likely be some 
dry goods store near you that does 
not handle silverware or kitchen- 
ware. Talk to the manager of that 
store and interest him, if he has not 
already planned it, to get up a win- 
dow display of table linens for the 
Thanksgiving event, and then offer 
to loan him table ware for use in 
making up a realistic display, with 
a table, etc. He will use the silver- 
ware with a card stating that it was 
loaned by your hardware store and 
you will get a good bit of publicity 
from his display as well as from 
your own. 


Miss No Opportunity 


Have motion picture slides to call 
attention to the fact that “Blank’s 
Hardware Has Sharp Kitchen 
Knives and Carving Knives for 
Thanksgiving Day.” 

If you make a business of sharpen- 
ing knives, this occasion gives you a 
chance to advertise this service and 
get a lot of the work in a bunch, so 
it will pay to put a man on the 
sharpening job for half a day. 

Don’t wait until the Monday be- 
fore Thanksgiving to get your 
Thangsgiving plans made. Make up 
your mind two or three weeks in ad- 
vance what you are going to do, the 
earlier the better, and have the plan 
all worked up and ready to shoot 
when the time comes. The success 
of such special events is dependent 
upon adequate preparation. Not 
much business can be developed with 
plans that are only half-baked be- 
cause they were not started cooking 
until the last minute. 


Happiness Every Day 
(Continued from page 96) 
the coarsest fabric of floor or 
furnishing. 
As to time, it takes a very short 


time to go over a large surface and 
not the smallest article is displaced. 


Saturday, Cleaning and Baking 


Saturday has been the housewife’s 
day in the kitchen from time im- 
memorial, and it is still, only it is 
shortened into a few hours to-day 
through the use of modern equip- 
ment. 

In the preparation of delicacies 
for the week end for example, there 
are pretty oven dishes of glass in 
which pies, puddings, jellies, cakes, 
or anything in the meat line, are 
cooked and put away to be served. 
Think of the time saving in not hav- 
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ing a single utensil to wash up. 

In many kitchens there is an 
adjunct to the family range in the 
shape of an electric, oil or gas stove 
for the quick preparation of extra 
dishes, and even if it is only a two 
burner, or even a one burner “hot 
plate” it is a great time saver, and 
often is at work merrily boiling 
fragrant crullers while more sub- 
stantial things are on the range. 

Pretty little containers of water- 
proof paper are a great saving of 
time. 

Saturday, Cleaning Up 


The old time scrubbing brush is 
a thing of the past; so is the old 
time mop, and especially in this 
latter, the self wringer makes it 
easy work to clean up. Then too 
there are all sorts of prepared cloths 
that retain dust instead of scattering 
it around again. 

Modern cleaners come for every 
possible and highly specialized need, 
from those for the most sensitive 
hand polish to those which need 
rough treatment. Cleaning-up is 
one of the most highly specialized 
and well equipped departments in 
housework to-day. 

Every housewife in your town, Mr. 
Dealer, will be glad to know of some 
practical time-saver, and you can 
tell her of one at least that is directly 
applicable to each working day in 
the week, 

Put a card in your window with 
the suggestions: Monday; the wash- 
ing machine; the indoor clothes line; 
the ceiling rack; and if you handle 
them, a good soap. Tell her the time 
necessary to wash and the cost of 
electric current. Make the contrast 
strong with old methods. Washes, 
wrings, rinses and hangs out a big 
wash in 2% hours. It would take a 
whole day in the old way. 

Tuesday; ironing day. These 
irons are on the job every moment. 
No trips to and from the fire; no 
waiting. Turned off and on in a 
moment. The right heat all the 
time. Better work in half the time. 

Wednesday; The electrical break- 
fast is cheap, quick and sure. It 
cooks itself while you are setting the 
table, and does it well. One of the 
greatest time savers. 

The cost of operating current 
should be given as well as the prices 
of the different appliances. 

Thursday; Visits and _ visitors. 
Get your dinner out of the way at 
breakfast time with a fireless cooker. 
Heat the units and let the fire go 
out. 

Friday; sweeping day. You can 
clean anything with a vacuum 
cleaner from a chiffon veil to a horse 
blanket; it will sweep and dust at 
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the same time and get the whole 
house clean without displacing the 
smallest ornament in less time than 
it took to sweep one room in the old 
way. 

Saturday; Kitchen Day.  Self- 
wringing mops. Special brushes, 
glass oven ware, paper containers, 
and all sorts of choppers, mixers, 
beaters, pans, ete. 

Make something nice for Sunday, 
and clean up the kitchen before lunch 
so you can have the afternoon free. 

It is possible to group the many 
small time savers into cost groups. 
An electric grill with the materials 
for fudge and a box of marsh- 
mallows is a good week end sug- 
gestion, and especially where there 
is no electricity, a Sterno outfit is 
good too. 


Give the Displays Local Color 


Show the housewife in your town 
some practical time saver for every 
day in the week and she will not 
only buy it, but remember that you 
suggested it, whether it was a $100 
washing machine or a ten cent 
brush cleaner. There is something 
suitable to the trade that passes 
your window each day, for every 
woman in the land will welcome the 
chance to get more time for her own 
happiness, and you can sell it to her. 


Show Card Writing 


(Continued from page 98) 

The above instruction quoted is 
all very well and intelligible to any 
one who is proficient and expert 
at lettering, but to the average be- 
ginner it reads like so much Greek. 
All these mathematical rules are 
absolutely unnecessary in learning 
to write plain show cards like the 
one in this article. Too much stress 
is laid upon the word “spur” which 
is really nothing more than the 
sharp finished corners at top and 
bottom of letters as the arrows in- 
dicate on alphabet plate. The 
“spur” is used sometimes to deco- 
rate the center of each letter (see 
letters “C” and “D,” on _ plate). 
This little decoration will make a 
plain letter when shaded appear 
very attractive. The beginner 
should always remember that the 
color used to shade a letter with 
should be nuthing but a tint, a faint 
shadow color of grey, blue green 
or cream. In mixing shade colors 
use about seven-eighths white to 
one-eighth of body color. The shade 
should never touch the letter but 
should be kept away about % in. 
from the letter. A letter is usually 
shaded at the left and at the bot- 
tom, or as the shadow would fall 
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upon it. In this lesson we have the 
Roman capital and lower case let- 
ters A, B, C and D. Notice “ar- 
rows” which show the course of 
construction of each letter. The 
Roman alphabet is composed of 
thick and thin strokes. The capital 
letter A requires nine strokes to 
complete and is executed in the fol- 
lowing manner: 


Just Like a Lead Pencil 


Number one stroke is the first 
stroke taken (the left strokes are 
always the first ones taken). In 
making this left stroke the brush is 
held (not too tightly) between the 
thumb and first two fingers in ex- 
actly the same manner you would 
hold a lead pencil; the fingers 
should be kept well down on the 
handle of brush, almost touching 
the nickel ferrule. This will give 
the purchase necessary to control 
the brush and prevent the hand 
from shaking. Some prefer to rest 
the first joint of the little finger 
on the card while lettering. 

The thin stroke at the left is 
made by turning the brush side- 
ways between the fingers and using 
just the tip end. The thick stroke 
at the right is made by using the 
full width of the brush, making a 
quick broad stroke, using the full 
length of the hairs. Never attempt 
to do any kind of lettering without 
first drawing a top and bottom line 
the height you wish the lettering to 
be. The sharp corners or spurs at 
the bottom of letter A are made 
according to the directions the ar- 
rows point. If you count the num- 
bers you will see it requires just 
nine single strokes to complete this 
first letter of the alphabet. 

The lower case letter ‘‘a” is made 
with four single-strokes. No. 1 
stroke goes in the direction the ar- 
row points—at the left. This is 
made with the point or side of 
brush. No. 2 stroke at the right 
is made with a full sweep of brush 
ending in a sharp tail. No. 3 
stroke forms a loop, beginning at 
about the center of stroke No. 2. 
This is done by using the tip end of 
flat brush and gradually pressing 
on the brush until the widest part 
of letter is reached; then release 
pressure to reduce the thickness of 
stroke until it reaches its ter- 
minus. 

One of the main reasons that 
practice makes perfect in lettering 
is that the eye has as much to do 
with forming each letter as the 
hand. The eye absorbs the general 
outline of each letter and in time 
is trained to judge accurate pro- 
portions; the hand only mechani- 
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cally carries out what the trained 
eye carries to the brain. For in- 
stance, take a sheet of paper or let- 
ter-head and try and gauge the 
center with the eye; mark with a 
pencil where you think it is, then 
measure and see how near you 
came. You will soon be able to 
strike it exactly with practice. 


Washington Letter 


(Continued from page 102) 

The operations of the corporation 
under the Edge law would be far in ex- 
cess of $100,000,000. Such a corpora- 
tion as contemplated would be allowed 
to issue debentures against foreign 
securities purchased by it with the 
necessary care to the amount of ten 
times its capital. 

The corporation therefore would have 
a maximum financial ability of about 
$1,000,000,000. The foreign securities 
purchased under the plan would be such 
as those issued by the sound individual 
corporations in any part of the world 
where American trade exists. 


Would Stimulate Saving 


When the time comes for the corpo- 
ration to issue debentures against its 
securities and offer them to the Amer- 
tean public, it is planned to do so for 
the purpose of further financing such 
export trade as would originate in the 
various localities of the United States. 
When a locality interested in foreign 
trade becomes in need of further assist- 
ance it will be shown that the proceeds 
of the sale of the corporation’s deben- 
tures sold to the people of that com- 
munity would be used primarily to 
finance the exports of a character pro- 
duced in that locality. 

It is argued that the plan for the 
$100,000,000 foreign trade corporation 
will not invade the present investment 
market, and that it would take only a 
very small part of the value of Amer- 
ica’s annual production invested as sav- 
ings in a corporation of this kind to 
become a very potential force. One of 
the chief functions of the corporation 
would be to promote such saving. 


Mr. 


Ellis R. Northrop, second vice-presi- 
dent and special sales representative of 
the Sterling Tire Corporation, Ruther- 
ford, N. J., has recently resigned his 
position after having been identified 
with the hardware interests of the New 
Jersey tire concern for the past six 
years. Prior to his connection with the 
Sterling Tire Corporation he was for 
eleven years the New York manager of 
what was formerly known as the Stev- 
ens Arms & Tool Co. Mr. Northrop 
has no plans for the immediate future. 
His home is at Middletown, N. Y. 

Mr. Northrop is very well known to 
the hardware, sporting goods and motor 
accessory trade due to his long associa- 
tion with these industries. 


Northrop Resigns 
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You Sell McKinney Hinges 


If you sell McKinney Hinges, the display 
card, shown above, should be on your counter 
or in your window; and the six general hard- 
ware advertisements should appear at regular 
intervals in your local newspapers. 


This two-color display card (12x15 inches) 
marks your store as the place to buy McKin- 
ney Hinges and all other standard hardware 
products. 


The six hardware advertisements are just as 
general in their character. They herald your 
establishment as Hardware Headquarters. 
Ample space is provided in each for display 
of your name and address. 


Electros of these advertisements—all ready 
for insertion—and as many display cards as 
you can profitably use will be forwarded to 
any McKinney dealer upon request. ‘Thou- 
sands of people in your community are read- 
ing the McKinney magazine advertisements. 
Let them know you sell McKinney Hinges 
and Butts. 








‘ow Important are Hinges? 


ROM the time you bound out of bed in 

the morning until you retire at night, 
Hinges continually serve you. In the home 
and at the office, wherever you go, they 
make doors possible 


In selecting our stock of hinges and butts 
we practice the same method used in buying 
all other hardware. We buy the best. You'll 
find the McKinney line on our shelves. 

Whether it be hinges or other hardware 
you will always find us anxious to give you 






































MCKINNEY 


Hinges and Butts 


McKINNEY MANUFACTURING COMPANY, Pittsburgh 
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Washes Clothes on the Vacuum 
Principle 

Operating on the vacuum or suction 

principle, the model “H” Easy Washing 

Machine, made by the Syracuse Wash- 

ing Machine Corp., Syracuse, N. Y., is 




















Model “H” Washer 


of interest as a home labor-saving de- 
vice. 

The washer is operated by an eleo- 
tric motor; the two cups inside the tub 
move up and down 60 times per minute, 
taking a new position on each down- 
ward stroke. The air contained in the 
cups on this stroke forces the soapy 
water through the mesh of the gar- 
ments, while on the up stroke the cups 
suck the soapy water back through the 
mesh. This suction carries all foreign 
substances and dirt with it without in- 
juring in the least the daintiest laces 
or flannels, as there is no dragging, 
rubbing or jerking the clothes over 
cleated or corrugated surfaces. 

The tub is made of solid copper, 
highly polished and lacquered. It is 
fitted with a removable one-piece cover. 
The frame is constructed entirely of 
metal, black enameled, with all working 





Placed on the Market by Hardware Manufacturers 


parts under the tub out of the way. 
The wringer may be swung in any de- 
sired position and is equipped with a 
safety release device that is said to be 
positive in action. A gas heater may 
be added to the regular equipment at a 
slight extra cost. The parts are easily 
cleaned and the makers consider the 
equipment sanitary and simple and wor- 
thy of the attention of any housewife. 

An illustrated folder describing this 
model will be sent to any interested 
hardware dealer making such a request 
of the manufacturers. 


Semi-Permanent Phonograph 


Needles 


The simplicity of operation and the in- 
numerable pleasures derived have placed 
modern talking machines of standard 
makes in many homes in every civilized 
quarter. The success that hardware 
dealers have met in selling various 
phonographs would seem to make them 
equally interested in handling the nec- 
essary accessories, particularly needles 
which the average home buys, with the 
frequency of purchases of matches, 
soap and other household staples. 
Whether the talking machines are 
handled or not a dealer might well 
handle a_ satisfactory phonograph 
needle. 

To meet such a demand Vallorbs 
Jewel Co., Lancaster, Pa. offers the 
Vallorbs semi-permanent needle, which 
it is said, will play any standard lateral 
cut record with masterful accuracy. 
The needle is of an alloy material that 
will not, it is claimed, wear the delicate 
record grooves, thus permitting longer 
life, with the tone shadings retained 
for a longer period. One needle, it is 
said, will last several weeks and play 
two or three records. 

The Vallorbs semi-permanent needles 
are sold five to a card, supplied in loud, 
medium and soft tones. 

Inquiries from interested hardware 
dealers, in reference to these semi- 
permanent talking machine needles will 
be welcomed by the manufacturer, who 
will send circulars upon request. 


Reading matter continued on page 122 
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This Latch Shuts Even Sagging 
Doors 


Sagging doors that groan on rusty 
hinges have no terrors for the Aagaard 
latch, suitable for doors and gates. 
It is the product of the Aagaard Latch 
Co., 253 Madison Street, Milwaukee, 
Wis., and will fit swinging doors or 
gates of any thickness up to 2% in. 

It has no springs to weaken through 
abuse or use, and the latch and the two 
handles are in one piece. To install, 
two holes must be bored, the handle 
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Aagaard Latch 


slipped through and the plates screwed 
or bolted in place. It is said that a 
gentle push or a hard slam will cause 
the latch, from its own weight, to lock 
securely on the catch plate. 

As the illustration clearly shows, the 
latch may be operated from either side 
of the door. Two catch plates are fur- 
nished so that the door may be hela 
open or shut, 

The handle is made of heavy 7/16- 
in. round bar steel and the plates from 
16-gage steel. The latch is finished in 
black japan. Aagaard latches are 
packed half-dozen to a carton, with a 
shipping weight of 6% lb. They may 
also be obtained in cartons of 2 dozen, 
weighing 30 lb., including the window 
display that is furnished with orders 
of this size or larger. 

An illustrated circular is obtainable 
from the manufacturers at the address 
given. 
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Where Garage Doorway Space Is Meagre 


and your customer wants doorway equipment that will 
operate his doors in tight quarters, easily, conveniently, 
and at the same time provide a substantially handsome 
and permanently economical doorway for: his garage, 
you can please him with 





Garage Door 
Hardware 


A Unit of the famous 
R-W Line 








Operates the door, or doors, inside the building, 
closely around the corner to an open position against the 


side wall. 


Adjustable hangers preclude sagging, doors operate 
easily and “CornR-Wise” hardware lends itself to an 
architecturally attractive and permanently satisfactory 
garage doorway. 

Equipment and doorway arrangements clearly 
and fully shown in handsomely illustrated catalog 


of “Distinctive Garage Door Hardware,” also other 
interesting garage door equipment. 


Ask for catalog UA-22. 


Richards-Wilcox Mf. (0. 





AHaneer for any Door that Slides.’ 








CHICAGO BOSTON 
Strouse AURORA, ILLINOIS,U.S.A. | iW Youn 
LOS ANGELES MINNEAPOLIS 
PHILADELPHIA LONDON, ONT. SAN FRANCISCO 
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Protects From Glare and Storm 


Ford owners may now have the addi- 
tional protection from the glare of the 
sun and approaching headlights by 
using the Loudon adjustable sun and 
storm shade. It is made by Loudons, 
Inc., 1803 West Lake Street, Minne- 
apolis, Minn., and may be used on Ford 
runabouts and touring cars. 

Installation of the Loudon shade does 
not in any way affect the otherwise 
free movement of the car’s windshield 
and top, and is itself adjustable to any 
desired angle. The glare of the sun or 
an unusually bright approaching head- 
light may be faced without any incon- 
venience to the driver or other occu- 
pants of the car. During a storm the 
windshield is kept free from rain, snow 
or mist by the outer covering of the 
shade. With the side curtains of the 
ear down for protection the Loudon 











Loudon Shade for Fords 


shade may be adjusted from the seat 
without exposure. The different uses 
are made possible by proper adjustment 
to the right angle. 

An illustrated circular will be sent 
to any interested dealers who send in 
such a request to the manufacturer. 


Steel Footboard for Fords 


For the Ford car of any model the 
Williams Mfg. Co., 608 Reliance Build- 
ing, Kansas City, Mo., offer the Will- 
jams one-piece steel footboard. It may 
be put on or taken off with ease and is 
said to outlast the car in wear. 

It is made from 16-gage blue steel 
and has no bolts or clamps to fasten 
to the car’s body, but it fits snugly and 
will not- rattle. A sliding shutter ar- 











rangement on three slats permits the 
board to be placed over the three 
pedals. When in place the slats are 
turned back into place and locked se- 

















Williams Ford Footboard 


curely with a patented locking bar. 
These shutters operate on easy action 
yet positive bearings. 


For Use at Night 


Every motorist knows the advisabil- 
ity of conserving the storage’ battery 
of his car, yet the law must be com- 
plied with, and every car that stands 
at night in even the smaller towns must 
have adequate illumination—a tail light 
and a front light. The Victory parking 
light comes to the front at just this 
point, as it enables compliance with the 
law and yet effects a saving on the 
battery. 

The Victory light is secured to the 

















Victory Parking Light 


front or rear fender on the left-hand 
side and connected with battery. As 
the illustration shows, one bulb only is 
necessary. A red glow is visible from 
the rear and a pale but sure gleam of 
white light is seen upon approaching 
the car. The bulb used is of the type 
and strength used in the average tail 
light, so that the motorist using this 
device uses one small bulb instead of 
two large headlight bulbs, one dash 
bulb and one tail light bulb, as most 
cars have one switch controlling the en- 
tire lighting equipment of the auto. 

The Victory light comes complete and 
ready for installation, all the necessary 
bolts, switch and cable cord are fur- 
nished. The light may be obtained in 
polished brass, nickel or black enamel 
finish. 


Traction Chain Clamp 
The Rowe Calk & Chain Co., Plants- 

















Prest-O-Grip Clamp 37 


ville, Conn., offer a new Prest-O-Grip 
spoke clamp, which is listed as model 
87. Its particular advantage as claimed 
by the manufacturer is that one size 
of spoke clamp will permit the equip- 
ment with traction chain of neariy all 
solid tire trucks on the market. 

This is said to be a decided advan- 
tage to the jobber and dealer, who 
carry but a small stock compared to 
the larger stock that would have to be 
carried, with a different size and style 
clamp for each truck. 

The illustration shows clearly the 
way the clamp locks when in place, and 
also indicates the method of securing it 
to the spoke. The chain has a snap 
catch, allowing easy removal. 

The manufacturer will be glad to 
send interested dealers a descriptive il- 
lustrated circular upon request. 


Reading matter continued on page 124 
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HERCULES 


"OVER SIZE” 


SPARK PLUCS 


Window Transfer 





Testing Coil 





Window Trim 


Goods properly featured and displayed 
move mechanically. Goods stored away 
on your shelves or under your counters 
accumulate dust, but do not sell. 


HARDWARE AGE 
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§ PAR IX 
PLUGS 


Merchandise must be displayed 
and brought to the attention of the 
consumer if it is to sell. 


The HERCULES line of spark plugs 
carries with it the most extensive and 
elaborate line of display and other adver- 
tising matter ever offered on any automo- 
tive accessory. 


Practically every type of display is at the 
disposal of the dealer. On this page we 
illustrate a window transfer which is of- 
fered in brilliant colors; a testing or 
demonstrating coil for use of spark plugs, 
single or double contact lamps, horns and 
other electrical equipment; also an ex- 
tremely elaborate window trim large 
enough to take care of the large dealer 
establishment. 


These are only samples of what we have 
to offer and you may procure any or all 
of these items absolutely without charge 
through your jobber. 


Let us tell you something more about the 
co-operation the HERCULES line offers, 
or better still, consult your jobber’s sales- 
man. 


ECLIPSE MFG. CO. 


INDIANAPOLIS 
U.S. A. 











Notes of the Retail Hardware Trade 


machines and wheel toys. Catalogs re- 
uested on stoves and washing ma- 
chines. 
MAPLETON, 
composed of Frank P. and William 
Berger, are owners of a hardware busi- 


MATTOON, WIs.—The Mattoon Hard- 
ware Co., whose stock was recently 
damaged by fire, requests catalogs on 
automobile tires, barn equipment, bath- 
room fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, in- 
secticides, kitchen cabinets, linoleum 
and oilcloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, farm imple- 
ments, tin shop, toys, games, washing 
machines and wheel toys. 


Troy, ALA—J. H. Cowart has com- 
menced business here, handling a line 
of churns, crockery and glassware, cut- 
lery, farm implements, fishing tackle, 
guns and ammunition, linoleum and oil 
cloth, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass and 
shelf hardware. 


DENUBA, CAL.—The United Hard- 
ware & Implement Co. has been incor- 
porated with a capital stock of $50,- 
000 to deal in automobile accessories, 
automobile tires, barn equipment, 
bathroom fixtures, belting and packing, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, elec- 
trical household specialties, farm im- 
plements, flashlights, fishing tackle, 
garage hardware, gasoline engines, 
guns and ammunition, hammocks and 
tents, heating stoves, heavy hardware, 
home barbers’ supplies, insecticides, 
housefurnishings, mechanics’ tools, 
paints, oils, varnishes and glass, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, washing machines and wheel 
toys. The incorporators are W. F. Day 
and J. R. Clotfelter. 


CLEARWATER, FLA.—The H. G. Smith 
Hardware Co. has recently opened a 
store, carrying a complete stock of 
builders’ hardware, crockery and glass- 
ware, farm implements, fishing tackle, 
etc. 


FisHER, Inu.—J. O. Sayers has dis- 
posed of his stock to Webster Bros. 


HENRY, Itu.—Walter & Clarence 
Duke have succeeded to the business of 
William Duke. They will continue 
under the style of Duke Bros., and re- 
quest catalogs on the following lines: 
Automobile accessories, automobile 
tires, barn. equipment, bathroom fix- 
tures, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cream separators, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, hammocks, harness, heat- 
ing stoves, heavy hardware, home bar- 
bers’ supplies, incubators, insecticides, 
kitchen cabinets, kitchen housefurnish- 


ings, linoleum, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, poultry sup- 
plies, prepared roofing, pumps, re- 
frigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, toys and games, 
washing machines and wheel toys. 


WAUKEGAN, ILL.—J. Blumberg has 
purchased the adjoining building and 
will enlarge his present store space. 


LIGONIER, IND.—Weir & Cowley are 
remodeling their store and installing 
new fixtures. They request catalogs on 
bathroom fixtures, electrical household 
specialties, electrical supplies and 
equipment, home barber supplies, kitch- 
en housefurnishings and_ sporting 
goods. 


MARKLE, IND.—Edward Saurer & 
Son are purchasers of the Sargern 
Bros. business. Both stocks will be 
consolidated. 


GREENFIELD, IND.—The C. M. Curry 
Hardware & Furniture Co. has been 
dissolved. 


MARION, IND.—The Ludlum Hard- 
ware Co., successor to Wilcuts & 
Hoover, doing both a wholesale and re- 
tail business, is remodeling its store. 
The new owner requests catalogs on 
barn equipment, belting and packing, 
builders’ hardware, building paper, 
churns, cutlery, dairy supplies, electri- 
cal household specialties, electrical sup- 
plies and equipment, fishing tackle, 
garage hardware, heavy hardware, 
housefurnishings, lubricating oils, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 
shelf hardware, silverware, sporting 
goods, toys and games, washing ma- 
chines and wheel toys. 


BRADFORD, IowA.—A. P. Millett has 
sold his stock to G. W. Beadle. 


LEON, IowA.—Wm. Crichter & Son 
are now occupying their new store, 
which has recently been renovated. 
They request catalogs on automobile 
tires, barn equipment, builders’ hard- 
ware, churns, cream separators, cut- 
lery, dairy supplies, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, guns and ammunition, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, insecticides, 
kitchen cabinets, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
poultry supplies, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, washing machines and 
wheel toys. 


LITTLE Rock, Iowa.—The Van Note 
Bros. Hardware Co. has started in 
business here. Their stock comprises 
a line of barn equipment, belting and 
packing, bicycles, builders’ hardware, 
churns, cream separators, cutlery, elec- 
trical household specialties, electrical 
supplies and equipment, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, gasoline, gasoline engines, guns 
and ammunition, heating stoves, in- 
cubators, housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop, washing 
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Iowa.—Berger _Bros., 


ness here. They request catalogs on 
a general line of hardware. 


NEw Hampton, IowA.—Worrall & 
Schulte have discontinued business. 


Rock VALLEY, Iowa.—W. Vander 
Weil & Son, purchasers of the hard- 
ware stock of P. D. Grootes, request 
catalogs on a line of sporting goods and 
barn equipment. 


GRENOLA, KAN.—H. M. Marshall has 
purchased the interest owned by G. L. 
Dickie in the hardware firm of Dickie 
& Marshall. 


KINSLEY, KAN—Paris Bros. now 
carry a_ stock of heating stoves, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil cloth, phono- 
graphs, refrigerators, sewing ma- 
chines, stoves and ranges and washing 
machines. 


LANCASTER, Ky.—Haseldew_ Bros. 
will discontinue business. 


PIKEVILLE, Ky.—The Call Bros. 
Hardware Co. requests catalogs on 
automobile accessories, automobile 


tires, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cutlery, dyna- 
mite, electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
furnaces, gasoline, gasoline engines, 
guns and ammunition, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, kitchen cabinets, linoleum and 
oilcloths, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, prepared roof- 
ing, pumps, refrigerators, shelf hard- 
ware, stoves and ranges, tin shop, 
washing machines and wheel toys. 


MONROE, LA.—The Pope Hardware 
Co., Inc., has been incorporated with a 
capital stock of $40,000 to deal in the 
following, on which catalogs are re- 
quested: Bicycles, builders’ hardware, 
building paper, churns, crockery and 
glassware, cutlery, electrical household 
specialties, flashlights, fishing tackle, 


furnaces, guns and ammunition, home 


barbers’ supplies, kitchen housefurnish- 
ings, mechanics’ tools, prepared roofing, 


shelf hardware, silverware, sporting 
goods and washing machines. 
ALBANY, MINN. — The _ Schaefer 


Brandt Hardware Co. has disposed of 
its stock to J. B. Cremers. 


MELROSE, MINN.—The partnership 
existing between Carl Brandtner and 
Joseph C. Meyer has been dissolved. 
Mr. Meyer will continue the business 
under his own name. 


WATKINS, MINN.—Frank A. Mur- 
phy is the owner of a hardware busi- 
ness here, and requests catalogs on a 
line of general hardware. 


Mexico, Mo.—J. S. Perkins and R. L. 
Gooch have sold the Mexico Hardware 
& Furniture Co. stock to J. O. Hall, 
who requests catalogs on a general line 
of hardware. . 




















